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SUUEATAEETE AAA O AOA E EE P 


“ROCK ISLAND”’ 
AUTOVISES 


*‘A Type and Size for Every Service’’ 


Here is a line of vises that meet with instant approval and complete satisfaction every- 
where. We are one of the few vise manufacturers operating our own foundry. The ma- 
terials used in making “ROCK ISLAND” AUTOVISES are of a high quality. We use a 
mixture of best iron and steel, which gives us a very tough and strong vise casting. 
Note these strong points, they apply to all models and sizes of “ROCK ISLAND” 
AUTOVISES. 

The screws are made of cold rolled steel. 

The handles are of cold rolled steel. 

The jaws are made from a fine grade of crucible cast tool steel. 

The nuts, the parts which are given the greatest wear, are of malleable iron and 


are very easily replaced. These nuts, however, are very heavy and strong. 


All “ROCK ISLAND” AUTOVISES are painted with a high grade dull black finish. All fin- 
ished parts are highly polished and lacquered. This gives them an attractive appearance 
which harmonizes well with their sturdy construction. “AUTOVISE” illustrated above is 
called our “SWIVEL AUTOVISE.” It has 3% inch jaws, weighs 80 pounds and is adapted 


lor automobile and heavy repair work. It is a combination of vise jaws, pipe jaws and anvil. 


We make the largest and most complete line of vises on the market. 
Write TODAY for our latest catalogs covering many lines you can sell. 


ROCK ISLAND MANUFACTURING CO. 


ROCK ISLAND, ILLINOIS 
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‘fn UES, exposed to Smoke and Soot are PORCELAIN ENAMELED 
NO RUST! - NO BLACKING! - ALWAYS CLEAN! - — 


RINGEN STOVE CO. 


DIV. OF AMERICAN STOVE CO. 


. LOUIS, MO. 





SAN FRANCISCO, CALIF. | 
TIS INDIANA ST. |i 

















FFEONT RANE 


is, on its own merits alone, the most 
attractive Warm Air Furnace propo- 
sition on the market today. Its 
longer fire travel gets most heat from 
the fuel; it stays in order, is easily 
cleaned and has no direct draft to 
warp and buckle. 


indeed, ‘‘a regular Gold Mine” to the Dealer. 


Are you a member of the 








4068 Forest Park Ave. 





Rear view 








A Regular 
old Mine 


to the Dealer, because it is a Bonanza to the Consumer 
(saving him trouble and repair expense, making his fuel bills 
smaller and insuring easily controlled, uniform and healthful 
heat, ventilation and humidity throughout his house) the 


Steel 


Combine the two things—the best Warm Air Furnace on the market, 
and the Service with which we are backing this furnace—and it is, 


If not, write us for ‘particulars. 


Haynes-Langenberg Manufacturing Co. 








Sectional front view 


Furnace 


Then we help the dealer who handles 
the FRONT PANE, by furnishing all 
sorts of “dealer helps,” and by a Na- 
tional Advertising Campaign in which 
we are spending thousands of dollars 
—one effect of which will be to make 


the FRONT RANE in greater demand. 


Good bye! We're zo 
ing home RANE 
is too hot for us. 


Club? 
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TRADE MARK 
REG. U. S. PAT. OFF. 4 





ST. LOUIS, MO. 
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OFFICERS AND SALESMEN OF DETROIT VAPOR STOVE COMPANY IN CONVENTION AT DETROIT = 


AT YOUR SERVICE 


Ua 


1 


QO*" of these fellows 
is to 


s on his way 
your store with a plan 
that will help you make 
more profit from your 
oilstovebusiness. You'll 
say that his idea is a 
winner and you cannot 
help but know that it 


will put more dollars 


Or if you would like to 
get the matter settled 
now, just drop us a card 
and our district repre- 
sentative will call at 


once. 





OUR CATALOGS ARE FOR YOU—WRITE FOR THEM TODAY 


THE DETROIT VAPOR STOVE COMPANY 


DETROIT, MICHIGAN 


! ui mee MITTEE uaen ' 
A MALL Ba A, gmvaucneernvenenennerannteeyeeate4OenreeenoeoseUevenOEEnOeOeTNneoevearteenengevnneseee Tyce gat f i CAUCE CCUAAEAAOUEAU EEUU AUCUUUUUCAUUUOUOCUUUAUUUUUUUUUUULOUULUOUCUUOOUULOUUUUUUUEUOOOUUONOUOOONOONNODOUOOOOOOODONNOOONDD 


UGRONRENTTAL LAREN EDEN NTAETATTTY 


into your cash register. = 


Sse nNOT i tT HTUuT iii ui unGRTR iid uiYOGPOGTONTGWAGTOTGGTCNTGCVaTGUUTATOGGadiiadiaivuonuitessnusnnsnieuiiditte 









































Ie s Up To The Dealer 


To make good with his customers in order to keep their patron- 
age. Making good is not merely installing a warm air heater 
that will prove satisfactory immediately after it has been in- 
stalled, but one that will give perfect satisfaction for years. 


We Give You 


As the result of nearly a third of a century's experience in the manufacture of warm 
air heaters, one that has met with uninterrupted and unparalleled success through- 
out that time and one that is guaranteed to give perfect satisfaction years to come. 


THE WEIR ass 00 Sc isin 
WARM AIR HEATER 


Has many exceptional features in its construction that tend to make it the most 
serviceable and efficient warm air heater on the market. 


The BODY is constructed of low 
carbon boiler plate without any joints, 
making it absolutely gas and dust tight. 


The FIREPOT is specially con- 
structed to promote perfect combus- 
tion and economize fuel. 


, the GAS AND SOOT CON- 


*SUMING PROCESS prevents 


the waste of any of the products of 
combustion and utilizes all of the 


gases and soot to the best advantage. 









Our latest catalog fully describes the WEIR 
WARM AIR HEATER. It will be worth 


your while to write for it and acquaint 


yourself with the WEIR LINE. 





MEYER FURNACE COMPANY 


PEORIA, ILLINOIS 
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ESTABLISHED 1880 
Representative of 
The Stove Tin Hardware 
Heating and Ventilat- 
ing Interests 


PusLisHED Every SATURDAY 


AMERICAN 





Address all communications and 
remittances to 


DANIEL STERN 


Publisher and Proprietor 
910 South Michigan Avenue 
Chicago Illinois 
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flardwarekecord 


TERMS OF SUBSCRIPTION IN THE UNITED STATES AND Its Possessions (Invariably in Advance) ONE YEAR PosTaGE Pap $2.00 
FOREIGN COUNTRIES ONE YEAR POSTAGE Paip $4.00 CANADA ONE YEAR PostaGE Parp $3.00 


Entered as Second-Class Matter June 25 1885 at the Post Office at Chicago Illinois under Act of March 3rd 1879 
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the railroads of the 


United States are now carrying more freight than ever 


(QPERATING AS one system, 

before. Nevertheless there still remains 
15 to 30 per cent of traffic which it is 
Mu- 
nitions and foodstuffs are piling up in 


Use Canals 
and Rivers impossible for them to carry at all. 


the terminals and cluttering up the yards of railways 
that are unable to transport them. 

Discussing the question with a group of experts 
gathered in Washington a few months ago, Daniel 
Willard propounded the query: “llow are we going 
to move freight that can’t be moved?” And the answer 
they arrived at was clear, decisive and inevitable: “Use 
the inland waterways.” 

Ten years ago James J. Hill predicted that the best 
safeguard against the transportation dilemma was the 
use of inland waterways. Now the situation is acute, 
and the remedy is of the utmost importance to our 
entire industrial and fighting organization. If our 
national arteries are not to be clogged and lifeless, we 


must make the best possible use of the inland water 


ways. Even the belligerent nations of Europe know 
this. While the battle was raging at Verdun, lrance 


was spending millions of dollars developing inland 


channels. 

While Congress has been groping for a solution of 
the traffic problem, captains of commerce, leaders in 
the mobilization of our resources, traffic experts, and 
railroad men themselves have been working on the 
matter of their own accord. At a recent conference 
in St. Louis, 37 cities along the Mississippi and its 
tributaries were represented, and it was unanimously 
decided to promote two transportation companies—one 
to operate from St. Louis to New Orleans, with a 
minimum capital of $2,000,000, and the other to oper- 
ate from St. Louis to St. Paul, with a minimum capital 
of $1,500,000. It is expected that these two corpora- 
tions will soon be able to carry nearly 200,000 tons of 
trafic monthly for a distance of some 1,200 miles 
along the Mississippi. 

Now comes the joyful tidings that the Government, 
laboring with the problem of transportation, both 
domestic and foreign, has at last turned to the inland 
Water ways as its salvation. There is every indication 
that within less than a year, war materials, as well as 
all kinds of raw products and finished commodities, 
will be moved by water in an unprecedented volume. 
A few days ago, the Council of National Defense 
listened to a report on the possibilities of the inland 
Water ways as freight movers made by a sub-commit- 
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Wilham Black, chief of 


Engineers Division in the War Department. It is 


tee headed by General the 
understood that the report called for early action in 
the use of the rivers and canals to the utmost in reliey 
ing railway congestion. .\ pretentious program is 
being outlined which includes two salient features: 

\n appropriation of probably many millions for the 
construction and licensing of all kinds of river craft, 
and a provision that operation of river and canal craft 
shall come under the supervision and regulation of the 
United States Shipping Board. 

These two features are expected to be included in a 
bill that will be submitted to Congress when it con 
venes in December. In the past our water ways policy 


has been happy-go-lucky and prodigal. Prejudice 


against rivers and harbors was natural because of the 
The 


present stringency, however, demands that we discard 


millions of dollars that were flagrantly wasted. 


this prejudice and decide immediately to make the 


widest use possible of our inland waterways 





lv THERE 1s One salutary effect of the war, it is the 
implanting in the hearts of the American people of a 


genuine affection and a true regard for 


Holiday all those that are dear to us. The links 
Business of friendship and love have been forged 


stronger by the mighty artisan Mars than 
they possibly could have been wrought by any othe 
means. We are learning what it is to miss our sons, 
our fathers and mothers, our sweethearts, our brothers 
and sisters, and our chums, and by so doing we have 
acquired a proper conception of what’a material factor 
their presence and companionship is in our scheme of 
life. 
pulling in at the station or departing for the camps, 
full well 


greetings and 


Those of us who have seen the trains of coaches 
laden with soldiers and sailors, know how 
ardent and how touching are the hap 
the sorrowful farewells. 


The general belief is that one-third of those im near 


by training camps will be allowed to come home tor 
Thanksgiving, another third for Christmas, and the 


Whether this belief de 
a . will 


ountry 


last third for New Year's. 
velops to be the truth or not, these holid vith 


out question be the most memorable th has 
The tide of love and friendship su 
home on fur 


thus far known 
preme will engulf us all, and the bo) 


lough will be made even more welcome than the an 
cient prodigal son. The latter dined on “fatted calf,” 
but our fighting men will feast on roast turkey or duck 
or chicken or goose. Thanksgiving passes muster, fall 
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ing invariably on Thursday, but in the case of Christ- 
mas and New Year's, both of which come on Tues- 
days, we will more than likely have to make excep- 
tions in our meatless day program. 

The dealer in hardware will find this circumstance 
reflected in his sales of roasters and other cooking 
utensils, tableware, and the like. If hé is thoroughly 
up-to-date, he will also do appreciable business in 
razors, flashlights, comfort kits, metal mirrors, and 
other appurtenances of the boys in blue or khaki. The 
mere fact that there is and will be a strong demand 
for these articles does not necessarily mean that in- 
creased business will come to the hardware dealer. He 
must tel the public, by interior, window, newspaper 
and other means of advertising, that he is prepared 
to accord this demand a hearty reception. 








THE ELEMENT of personality is the big thing in busi- 
If it were possible to dispense with this factor, 


ness, 
the bulk of retailing could be done by 
Friendship ‘Slot machines. But however high the 
and Profit. grade of perfection to which automatic 


vending devices may be developed, they 
can never smile nor shake hands nor inquire in so- 
licitous tones about the sick member of one’s family. 
Always, these touches of the human as distinguished 
from the mechanical are transvaluations which cannot 
be made through any other agency than that of voice 
and pulse and heart. 

Theoretically, the process of buying and selling is 
merely the balancing of an equation between the buy- 
Practically, 
however, it is much more complex action. It is the 
working out of a human relationship. Hence, it im 
plies feeling—not, indeed, of as ardent a nature as that 


ers money and the seller's commodity. 


which stirs the nerves in emotions of great intensity, 
but, nevertheless, to be reckoned with as an influence 
in the outcome of the transaction. 

The desire for the possession of a commodity is 
warring in the customer with other desires which are 
never wholly quiescent. If the seller is languid and 
indifferent in his dealing with the buyer, he does noth- 
ing toward strengthening that particular desire. The 
consequence is likely to be unfavorable. For, be it 
remembered, he is not negotiating with an apparatus 
made up of gears and pistons and driving rods, but 
with a human being in whom reason is operative 
through emotion. 

An English scientist, Edward Clodd, has said that 
as a race “emotionally we are hundreds of thousands 
of years old. Rationally, we are still in embryo.” In 
other words, our emotions are the ruling powers. The 
retailer, therefore, who would multiply his sales must 
keep this fact in mind. It will pay him to be friendly 
with his customers. A cheery greeting is resented only 
by that infinitesimal fraction of the people who ape the 
snobbery of titled aristocracy. Happily we are living 
in a democracy. That the majority of our folk in- 
stinctively warm to a man of the Douglas Fairbanks 
type—the apostle of cheerfulness—is amply evidenced 
by the throngs which crowd the theaters where his 
picture plays are shown. 

Speak to your customers when you meet them on the 
street. Or, if they be women, raise your hat in defer- 





ence to them. In rare instances, you may be snubbed 
for your pains. But that is no reason for discontiny- 
ing the practice—except as regards the would-be dukes 
and duchesses. Agreeableness can be cultivated. If 
your heart is really in your business and you are eager 
for its development, you will take a pleasure in being 
friendly to the patrons of your store. The profit will 
come as a matter of course. 








CAREFULLY made records of the stock and fixtures 
of a hardware store are indispensable in case of adjust- 
ment of losses under the provisions of a 

Neglect of this 


Inventory fire insurance policy. 


Is Needed. precaution is almost as bad as neglect of 
insurance itself. An inventory is needed, 
moreover, in most instances when credit is sought 
from manufacturer or jobber. The dealer who does 
not know, within a reasonable limit of accuracy, the 
quantity and quality of his store’s contents is doing 


business under a handicap. 


SEVERAL spectacular losses suffered by munition and 
other plants engaged in war work have caused a num- 
ber of leading factories to seek insur- 


: Use and ance against the cessation of profits in 
ccupancy te . , 

pancy the event of fire. Some of the losses 
Insurance. 


were of such magnitude as would have 
resulted in the bankruptcy of the concerns involved 
had it not been for their foresight in protecting them 
selves against the hazard. 

Prior to the introduction of this new form of insur- 
ance which indemnifies the policyholder for losses 
sustained on account of reconstruction there was no 
insurance under which the hazard of loss of business 
could be avoided. The rating system for “Use and 
Occupancy” insurance has recently been completed, 
although the plan itself was formulated nearly ter 
years ago. 

The demand 
pancy” forms was so meager at the beginning and dur- 


for insurance under “use and occw- 


ing most of the seven years which preceded the war 
that the underwriters did not see the necessity of for: 
mulating a system of rating. Hence, no effort was made 
to establish uniformity and the business, in conse- 
quence, was rated in accordance with the individual 
views of the underwriters. 

A scientific basis on a par with the rating system in 
effect in ordinary fire insurance has been established 
for the making of rates under the new system. 

Hereafter the rates charged will be uniform, and 
the business of “use and occupancy” insurance will 
become a recognized part of the system of insurance 
against loss by fire. 

The growth of the business developed a number of 
new problems concerning maximum lines, reserves and 
other features which will have to be adjusted before 
the business can be brought to perfection. 

From munition manufacturers the busines: 
to merchants and warehouses and to the public in gen 
eral. The merchants insured under the plan suffered 
a number of heavy losses, and the result of these was 
a further expansion of the business. The demand for 
the insurance was so great that now the whole of the 


spread 


insurance business is engaged in writing the risk. 














NOTES AND SKETCHES. 
BY SIDNEY ARNOLD 


RANDOM 








Art for Art's sake, instead of art for man’s sake, 
js merely the cant of word-smiths who try to hammer 
What time they 
waste in ringing the changes upon their puny anvils, 


the cosmos into a single phrase. 


other men build ships to carry us to distant shores of 
delight or fashion tools to take the place of aching 
from the thrall 
Surely, such achievements are 


muscles and free us of our cave- 
dwelling ancestors. 
as much a part of the joy of life as the melody of 
brake and soft twilights 


of homing bees. 


feathered songsters in the 
filled with the dreamy hum 

Everett Langenberg had a bunch of Front Rank 
enthusiasts to whom he was showing the sights of St. 
louis the other day and pointed to a neat looking but 
handsome woman, exclaiming, “That woman claims 
everybody is crazy about her.” 

“That so,” said one, “is she an egotist 7” 

“No,” replied Everett, “she is the matron in an in- 
sane asylum.” 

Bill Hawkins of the Columbian Rope Company sat 
in at the Mixers’ Table at the Hardware Club of 
Chicago one day last week, and while waiting for the 
dessert sprung this one: 

\ woman missionary in China was taking tea with 
The 
amined her clothing, her hair, her teeth, and so on, but 


a mandarin’s eight wives. Chinese ladies ex- 
her feet especially amazed them. 

“Why,” cried one, “you can walk and run as well as 
a man.” 

“Yes, to be sure,” said the missionary. 

“Can you ride a horse and swim, too?” 

“Yes.” 

“Then you must be as strong as a man!” 

“T am.” 

“And you wouldn't let a man beat you—not even if 
he was your husband—would you?” 

“Indeed, I wouldn't,” the missionary said. 

The mandarin’s eight wives looked at one another, 
Then the oldest said softly: 

“Now I understand why the foreign devil never has 
more than one wife. 


nodding their heads. 


He is afraid.” 
x * # 

A few weeks ago when Robert Sloan, secretary of 
the Stove National 
was in town | took him with me for a visit to my 
chum, Corporal Al Golbus, who is at Rockford, Illi 
nois, with the 86th 
army. 


Founders’ Defense Association, 


Division of our great national 
We found much to interest us at Camp Grant, 
and the entire day was a series of revelations of the 
many phases of army life. Not the least enjoyable 
part of the program was the gathering after lunch in 
Al's barrack where many humorous episodes were 
recounted. When it came to Robert’s turn, he told 
the following appropriate story: 

A husky colored boy was being urged to enlist at 
the public square. 

“Whaffo’ should Ah go and be a soldier?” he asked. 

“Strong fellows like you ought to fight for their 


country,” said the recruiting sergeant. 
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“Yassah,” responded the negro, “dat kind o'talk is 
all right to’de fahmahs—let’em fight for dey coun 
try.” 

“But why shouldn't you fight for your country ?” 

“Me? 


de city!” 


Ah ain't got no country—Ah was raised in 


* * * 


[ was speaking to “Tom” Usher of the Russell & 
krwin Manufacturing Company a short time ago, 
and he happened to mention a friend of his who for 
some reason or other has a pronounced antipathy 
against lawyers. It seems that whenever he finds the 
opportunity, this young man takes occasion to make 
the following dig at the men in the profession: 

“A lawyer died in a Canadian provincial town, and 
fellow-lawyers wrote over his grave: 

“Tere lies a lawyer and an honest man.” 

Not long after, the governor of the province visited 
the town, and among other places inspected the ceme 
tery. When he came to the lawyer's grave he stopped, 
read the inscription and turning to the head inspector, 
said: 

“Look here, my friend. We wink at a good many 
things in this province, but I do object to your bury- 


ing two men in one grave.” 


The substance of protoplasm out of which are built 
brain and muscle and blood and all the myriad cells 
which make up the complex republic of the human 
body has the same kind of carbon, oxygen, hydrogen, 


sulphur, and other elements in prince or peasant. 


The 


same laws of thought, the same forces of emotion, and 


Wherefore, none of us is alien to our fellows. 


the same factors of environment govern the functions 


of our being. The things which differentiate us one 


from the other are merely mutations in the basic ma 


terials whose essence does not change. Reading from 


the vantage point of these truths, we discover a tun 
damental verity in 
The Other Fellow’s Side. 
When you're forming your opimon 
Do it carefully—go slow 
Hasty judgments oft are foll« 
sy regretting—that I know 
And in argument be careful 
Not too quickly to deride. 
Try to look upon the subject 
From the other fellow’s sick 
Ah, if we would use but caution 
And a little less of self! 
Think a little more of kindn« 
And a little less of pelf, 
Try to help the other fellow, 
Not to hurt him—don’t you 
Hiow much fairer, brighter, bett 
This old world of ours would be! 
O’er and often I’ve discovered 
That the other fellow knew 
Lots of things about som« 
Which I didn’t think wer« 
And I'd still be groping vain! 
In my flick’ring light and 
If I hadn’t hesitated 
While I hearkened unto h 


Keep the path your mind wo 
Broad and open all the wa 
Walk with Wisdom’s 


comrat 


Heeding all he has to say 
\nd no matter what arises 

Ere against it you have cri 
Try to look upon the subject 

Krom the other fellow’s sid 
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JOSEPH G. DEERICKS. 


The great lrench naturalist, Cuvier, was thought in 
The 


belief arose from the marvelous way in which he was 


his time to possess almost superhuman powers. 


able to reconstruct from a few bones the entire organ 
ization of an extinct animal. To his keen mind the 


connection between every essential part of animal 
structure was so fixed in the processes of nature that 
there was no difficulty in making the proper inferences 
which enabled him to replace missing portions. To- 
day, the scientist takes all this as a matter of course. 
ur museums, such as the Smithsonian Institution at 
Washington, D. C., and the Field Columbian Museum 
of Chicago, Illinois, present for our instruction the 
massive forms of reconstructed pterodactyls, plesio- 
sauria, and other huge mon 
sters of prehistoric times—all 
rebuilt in full detail from the 
scantiest fossil remains. 

If this can be done so ac- 
curately where there is ques- 
tion the animal 
world, all the more certainly 
can it be accomplished in the 
higher fields of psychology. 
That is to say, given a few 


merely of 


differen. traits of character, 
we are able to put together a 
composite of the man him- 
self. 
white magic of mind-reading, 
no black art of divination in 
the methed or result of such 
psychological reconstruction. 
It is thus that historians have 
wrought for us out of the 
fragments of old mxnuscripts 


There is no mystery, no 


the vivid personalities of 
the Abderite, 
Great, Solon 
and Philo of 


Democritus 
Alexander the 
the Law-Giver, 
philosopher of his time. 

The foregoing considerations are set forth as justifi- 


master 


Alexandrie, 


cation for an estimate of the character ef Joseph G. 
Deericks, General Manager of Sales of the Pittsburgh 
Steel Company. Insofar as the microscopic details 
of personal nistory are concerned, there is little ma- 
terial to be had for the making of his biography. Yet 
there is ample warrant in science, both physical and 
mental, for the conclusions which we are able to draw 
from the scant facts of his business career. That at 
the age of forty-six years Mr. Deericks has reached 
the commanding position which he now occupies is 
abundant evidence of unusual qualifications of mind 
We can picture to ourselves the stages of 


and heart. 








development, the growth of power unit by unit, the 
unflagging devotion to duty, the quick initiative, the 
enthusiasm, the warmth and sincerity which operated 
in abundant measure to carry forward the evolution of 
the man and the achievements of the official. 

Mr. Deericks’ business life is noteworthy for having 
been spent thus far entirely in a single industry. It 
gives every promise of continuance within the chosen 
Like poets, the master salesmen of our time 
Wherefore, when J. G. Deericks 
came into this world at Cleveland, Ohio, in the year 


lines. 
are born not made. 


1871, there was in him the destiny which is now work- 
ing out its purpose in the responsible office of General 
Manager of Sales of the Pittsburgh Steel Company. 
In the Cleveland schools 
where he received his educa- 
tion, we are safe in assuming 
that he 


was individualized 


from the mass of scholars. 
rom his first association 
with the former American 
Wire Company, Cleveland, 
Ohio, he never found lack of 
interest in commerce. He 
knows wire both from the 


sales angle and from the man 
ufacturing point of view. In 
i899 he went to New York 
the 
Steel Hoop Company. 
the formation of the United 
States Steel Corporation, he 
moved to Pittsburgh where 
he was connected for a year 
and a half with the Carnegie 
Steel Company. Then he 
went back to New York to 
the American Steel and Wire 
He continued in 


American 
| ‘pon 


and joined 


Company. 
charge of the sales of their wire products to manufac- 
turers in the Eastern district until April of the present 
year, when he returned to Pittsburgh as Assistant 
General Manager of Sales of the Pittsburgh Steel Com- 
pany. This office he held until October 30, 1917, when 
he succeeded the late Edmund Steytler as (eneral 
Manager of Sales of the Pittsburgh Steel Company. 

Mr. Deericks is a member of the American Iron and 
Steel Institute, the Engineers Club of New York, the 
Ohio Society of New York, and the Pittsourgh Ath 
letic Association. In all the activities of his life, both 
commercially and socially, he maintains the evenness 
of disposition, the cheeriness of temperament, and 


the intelligent patience wihch have won for him a host 
of friends and the esteem of the business world. 
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HALL OF FAME 











GERARD WAYLAND-SMITH 


A man who has been engaged in the business of sell- 
ing steel and steel products for 25 years may well be 
ussumed to have a fairly broad knowledge of that 
business, especially if he has been under the wide 
tutelage of his father who himself was an expert. 

It is, of course, only natural that under circum- 
stances like those just cited the son should receive a 
more efficient training than if he had been thrown 
among strangers and thus left practically to his own 
chances, but on the other hand there is the danger that 
the young man’s initiative may not be as strongly de- 
veloped as if he were thrown on his own responsi 
bility. 

When, therefore, the son turns out a real success 
all the credit is not due to the 
training which his father gave 


iron and steel factors in New York City, this firm 
being the representative there cf the Carnegie in- 
terests. 

For 13 years he remained with his father, but when 
the 
ciated himself with the Haleomb Steel Company of 


latter retired from business in 1904 he asso- 
Syracuse, New York, as a salesman, remaining, how 
ever, only two years with this concern, and in 1906 
he returned to Oneida and became a traveling sales 
man for Oneida Community, Limited. 

In 1907 when this enterprise purchased the Animal 
Trap Company at Lititz, Pennsylvania, Mr. Wayland 
Smith was put in charge of the sales of this concern 
and a year later he was appointed to have supervision 
of the entire Hardware Sales 


Department. 





but a considerable 


must be given to the 


him, 
amoun 
young 
adaptation and force of char- 


fellow’s power of 





acter—inasmuch as he must 
himself have deve!oped those 
which make 
what we call 
executive judgment. 


There is this, however, io 


faculties go to 


initiative and 


say that the young man who 
the 
father’s enterprise in some in- 


learns business in_ his 
stances is able to take advan- 
the 
which might not have pre- 
if he had 
for some 
strange concern, but this, of 





tage of opportunities 
sented themselves 
been working 
course, does not in any way 
detract from the fact that if 
his training was successful, 
he had much to do with the 
success. 

A good example of the kind of men who have been 
developed under the tutelage of their fathers is Ger- 
ard Wayland-Smith, the general Salesmanager of 
the Oneida Community, Limited, Oneida, New York. 

Gerard was born at Oneida, New York, November 
12, 1875. He was the son of the then Secretary of 
the Oneida Community, Limited, F. Wayland-Smith, 
and he was brought up in the atmosphere and sur- 
roundings of that unique community where he at- 
tended the local schools, graduating from the Oneida 
High. School in 1891. 

In that same year young Wayland-Smith entered 
the employ of his father, who conducted a business 
under the name of F. Wayland-Smith and Sons as 





In this position he has 
thoroughly demonstrated the 
fact that he is a very efficient 
salesmanager and knows how 
to make the most out of the 
men who work with him and 
under his direction, for the 
sales of the hardware special 
ties of the Oneida Community 
have developed to a high de 


gree under his management. 





It was only natural that as 


a recognitio.. of his great 
ability he was appointed Gen 
eral Salesmanager for all the 
products of the Oneida Com 
including 


munity, |.imited, 


their silver plate, hardware 
specialties, animal and mouse 
fruit 
packs, sewing and embroidery 
silks, ete. 

One would think that 


would give a man plenty to do and keep him busy all 


traps, their famous 


this 


day long, but Wayland-Smith manages his otfice so 
efficiently that he finds time to enjoy a game of golf 
has an 


quite frequently, and whenever he oppor- 


tunity to watch a base ball game—whether it be of 
the “scrub” or professional variety does not matter 
to him—he is always on hand. 

As will be noted from his likeness which appears 
herewith, he is a fine type of physical manhood and 
| faculties, 


his looks do not belie him as to his ment 


for he is of a very bright mind and of high charactet 


- . . . 7 — . 
A man of his characteristics would naturally be 


supposed to be a fine family man, and the supposition 
agrees with the fact, for he is happily married and has 


four lovely children. 
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UP TO THE MINUTE 
NEWS SIFTINGS 





The Heating Specialty Company, Toronto, Ontario, 
Canada, has been incorporated with a capital stock of 
$50,000 to manufacture stoves. The incorporators 
are James Parrish, Samuel gan, William A. Ross and 


others. 
“*- 


WILL ELECT OFFICERS FOR 1918. 


Klection of officers for the coming year will take 
place at the next regular meeting of the Stove Sales 
men’s Association of New York State, which is to be 
held on Friday evening, November 16th, at the Hotel 
Wolcott, 4 West 31st Street, New York City. 
SALESMEN HAVE PLANS FOR MORE PROFIT 

IN DEALER’S OIL STOVE BUSINESS. 


The big sales force of the Detroit Vapor Stove 
Company, Detroit, Michigan, has concentrated all its 
“ammunition” in a plan that will help the dealer make 
more profit in his oil stove business, and each of the 
for this purpose. The 
product they feature, the Detroit Vapor Stove, is said 


salesmen is fully equipped 
to burn oil, gasolene, or distillate without the use of 
wicks. The elimination of the wick does away with 
inconvenience, expense and dissatisfaction, also re- 
moving objectionable odors. More important, than 
this, the manufacturers maintain, are the heavy iron 
burners which vaporize the fuel directly under the 
cooking utensils, and create intense heat with a min- 
imum consumption of fuel. 

These burners permit the use of the cheapest grades 
of gasolene or kerosene, and are safe, even from an 
fuels. In the Detroit Vapor 
Ranges, the oven gets the greater portion of the heat 


accidental change of 
through a double flue system. The oven has a double 
lining, made of aluminum-fused steel, which is de- 
Full 


particulars of the many features are given in the cata- 


scribed as sanitary, durable and rust-resisting. 


log, which also pictures the different models. Copies 
can be obtained by addressing the Company. 
“ee 
SHOWS HOW PRICE CUTTING HARMS THE 
MANUFACTURER. 


At the recent hearing of the Federal Trade Com- 
mission in Washington on the question of price main- 
tenance, K. H. Addington, of the Benjamin Electrical 
Manufacturing Company, Chicago, made the follow- 
ing powerful plea for a law to protect the producer 
from the price cutting retailer: 

“Now, are we in business by sufferance? No. But 
how could we be put out of business? In no way 
legally ; in this way illegally: Let any one of our com- 
petitors buy up a sufficient stock of our product, dis- 
tribute it over this country and advertise at a cut price. 





He would absolutely destroy cur sales organiza 
and our business. No one has thought of doing it 
one would dare to do it, because if for no other 
son we are adequately protected by that law as old as 
the English language itself—the law of torts, wh 
enters into this proposition from the top to the. bot- 
tom. 

“An organized effort to injure would create 
actionable right which we could readily protect. It 
is no less malicious, no less harmful, and certainly 
should be no less actionable, where the instance is not 
an organized thing, but an individual purpose in any 
community, because the harm is just the same, just 
as certain, and it is purely a question of proportion. 
As a matter of fact we are suffering from that very 
situation today, not to the extent of serious financial 
We are growing, and growing rapidly, all the 
time, but we could grow faster and we could furnish 


loss. 


our product more cheaply, if we could do as we did 
before the Miles decision put these jobbers, all of 
them, all down the line, under contract to take our 
goods only on the stipulation that they maintain a uni- 
form price. Give us that right by a definite and cer 
tain law, clear in its vision, and carry that into ever) 
business in this country. That not 
You create a real, permanent 


does possess a 
monopolistic feature. 
basis for the soundest sort of competition.” 


.@-~<o 
> 


STEEL CASKS SAVE A JOINT OF PIPE IN 
EVERY PACKAGE. 





When stove pipe is wrapped in paper or crated in 
wood, the outside joint, it is declared, often arrives in 


‘a battered and rusted condition which renders it use 


less. Such waste should not be tolerated at any time, 
and especially now when every bit of metal must be 
employed most judiciously and with the utmost effi- 
ciency. Gold and silver are admittedly valuable metals, 
but in strenuous war times the heretofore lowly iron 
and steel are having their innings. People are finding 
that it is of vital importance to conserve our supply of 
these materials and make each sheet, bar, billet, forg- 
ing, casting, or whatever it may be, serve the best 
possible use. 

To eliminate this waste in shipping stove pipe, the 
Whitaker-Glessner Company pack their Corco Stove 
Pipe in steel casks with wooden heads, This steel 
drum brings the pipe to the dealer intact, the outside 
joint being in the same good condition as the inside 
sections. The drum, furthermore, affords easy han- 
dling and storage, and can be used over and over again. 
Corco Stove Pipe itself is made from even-colored, 
polished, planished, or galvanized steel sheets, -in all 
gauges, and in 4 to 7 inch diameters. There are six 
styles of locks to choose from, all described as simple. 


strong, and capable of making a perfectly rigid :oimt. 





































The locks are pictured in the booklet which can be 
obtained by addressing the Whitaker-Glessner Com- 
ny, Wheeling Corrugating Department, Wheeling, 
\West Virginia. 
MALLEABLE IRON OVEN DOOR HINGE IS 
EXCLUSIVE FEATURE OF THE 
BORN STEEL RANGE. 


(omparatively insignificant things make or mar the 
Most of us know the old 
jingle of how for want of a nail the shoe was lost and 


perfection of a mechanism. 


how from this trifling lack the destiny of an empire 
was changed. Often an otherwise serviceable com- 
modity fails to hold its place in the market because 
of the neglect of some apparently unimportant phase 
of its construction. Attention to small details spells 
the difference between first grade and passable quality. 
Thus, in the making of steel ranges so simple an ele- 
ment as the hinge plate of the oven door frame takes 
on an aspect of the first consideration when viewed 
from the angle of experience. Not infrequently, re- 
ports are received of breakage from the jar of opening 
and closing the oven door. Dissatisfaction resulting 
from such accidents is equally bad for the dealer and 


the manufacturer. Taking thought of these things, 





Malleable tron Oven Door Hinge of the Born Steel Range. 


we can perceive the force of the argument which is 
put forth by the Born Steel Range Company of Cleve 
land, Ohio, in support of malleable iron hinges for 
oven doors. The accompanying illustration depicts 
the malleable iron oven door hinge used in the manu 
facture of Born Steel Ranges. It shows how these 
hinges are affixed to the cast iron door frame and held 
firmly in position between the frame and the planished 
steel body of the door. A study of the small cross 
section discloses one of the threaded lugs on the door 
frame as it runs through an opening in the anchor 
plate and receives one of the machine screws which 
hold the parts of the door together. The catalog of 
the Born Steel Range Company is worth sending for, 
because it contains information as the correct steel 
range structure which every dealer ought to know. 
oo 

Look before you leap is certainly good advice for 
retailers these days when everything appears to be 
an uncertainty. In no matter what a merchant under- 
takes during these times he should be overly careful, 
and thus prevent any disasters. 
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MERCHANTS MUST GIVE ADVERTISING ITS 
DUE. 


ln every line of business there are conditions which 
need improvement. Many a dealer is handicapped in 
that lacks breadth 


realize that nothing ventured is nothing gained. 


this he of vision—the ability to 
For 
example, the average merchant is afraid to spend his 
money for advertising. The money spent for adver 
tising generally does not equal one-half of one per cent 
of gross sales. The catalog houses spend about three 
per cent for advertising. How then can a merchant 
expect to compete with concerns which spend three 
per cent of gross sales for advertising if he spends 


The 


department stores spend from 2.06 to 2.48 per cent 


only one-half of one per cent for advertising. 
of their total gross sales for advertising. If it pays 
concerns of that nature to spend such a percentage fot 
advertising, what reason is there for a smaller mer 
chant to pass up the value of advertising paper be 
cause it might increase his appropriation for this pur 


possibly two 


cent to | 


pose from one-half of one per 


per cent? 
er 
MUST KNOW HOW TO HANDLE MEN. 
ne of the prime requisites of the man at the head 
of the business is that he should know how to keep 
the men responsible for the various departments of 
vords, to keep 


his business “out of the ditch,” in othe 


employes from doing the wrong thing 


“=. 


ANALYZES SUCCESSFUL: SELLING. 


ucecessful sell 
These 


were health, personality, character, initiative, justice, 


\ man who analyzed the formula ot 


ing found that it contained twelve ingredients. 


tact, memory, will power, concentration, co operation, 


loyalty and enthusiasm. And the analyst did not by 


any means consider the last ingredient the least of 


these twelve. 
— -~e- 


ASSIGNS FIELD KITCHEN PATENT RIGHTS. 





Under number 1,244,489, United States patent 
rights have been secured by John MeClary (Gunn, 
london, Ontario, Canada, assignor to The \leClary 
Manufacturing Company, London, Ontario, Canada, 
for a field kitchen described herewitl 
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PERMITS EXPLOITATION OF ALIEN PATENTS 


UNDER LICENSE. 


An executive order, issued by President Wilson, 
vests power and authority in the Federal Trade Com- 
mission to designate officers and make rules and reg- 
ulations under the act of Congress approved October 
6, 1917, known as the “Trading with the enemy Act.” 
In accordance therewith, the Federal Trade Commis- 
sion has published a booklet of instructions, rules, and 
forms concerning patents, trademarks, prints, labels, 
and copyrights to conform with new conditions. 

Any citizen of the United States or any corporation 
organized within the United States desiring to manu- 
facture, or cause to be manufactured, a machine, man- 
ufacture, composition of matter, or design, or to carry 
on, or to use any trademark, print, label or cause to be 
carried on, a process under any patent or copyrighted 
matter owned or controlled by an enemy or ally of 
enemy at any time during the existence of a state of 
war may apply to the President for a license ; and the 
President is hereby authorized to grant such a license, 
non-exclusive or exclusive as he shall deem best, pro- 
vided he shall be of the opinién that such grant is for 
the public welfare, and that the applicant is able and 
intends in good faith to manufacture, or cause to be 
manufactured, the machine, manufacture, composition 
of matter, or design, or to carry on, or cause to be 
carried on, the process or to use the trademark, print, 
label or copyrighted matter. 

The President may prescribe the conditions of this 
license, including the fixing of prices of articles and 
products necessary to the health of the military and 
naval forces.of the United States or the successful 
prosecution of the war, and the rules and regulations 
under which such license may be granted and the fee 
which shall be charged therefor, not exceeding $100, 
and not exceeding one per cent of the fund deposited. 

Such license shall be a complete defense to any suit 
at law or in equity instituted by the enemy or ally of 
enemy owners of the letters patent, trademark, print, 
label or copyright. or otherwise, against the licensee for 
infringement or for damages, royalty, or other money 
award on account of anything done by the licensee 
under such license. 

It is provided, however, that the owner of any pat- 
ent or trademark under which a license is granted 
may, after the end of the war and until the expiration 
of one year thereafter, file a bill of equity in a district 
court of the United States against the licensee for the 
recovery of a reasonable royalty for all use and en- 
joyment of the invention or trademark, the amount 
to be fixed by the court on due proceedings. 


“*e- 


WRONG POLICIES SPOIL WORK OF YEARS. 


Kven though a business organization may be ever 
so splendidly constructed, organized with almost in- 
finite perfection, a few erroneous policies will run 
this organization into an “iceberg,” and the work of 
years, the experience of many men will go down in 
the mad whirl of business blunders. 


+ 





He who is not ready today will be less so tomorrow. 
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THE MAN “ON THE JOB.” 





As the owner of the store stepped into his office, the 
bookkeeper said: 

“John’s got the grippe this morning, and won't h¢ 
down today. His wife called up.” 

“John must be pretty sick, or he would be down,” 
“I know John. He will stay on the 
job to the last ditch.” 

If it were not for the fact that there are a good 
many men like John “on the job,” it would be a mighty 
hard proposition to do business at all. 

As an exchange remarks, the reliable man is the 


» 


said the boss. 


mainstay of business. He is the man who his em- 
ployer knows will be on the job at the proper time 
evcry day unless he is dead, or seriously incapacitated. 
He doesn’t soldier, he doesn’t shirk. 

If you are not a man of exceptional mental qualifi- 
cations, or special educational qualifications, or un- 
usual mental keenness, you will have to make your 
reliability your strongest bid for a permanent grip on 
your position. ; 

Absolute reliability covers a multitude of other 
shortcomings. It is not as rare a virtue, perhaps, as 
some others, and it is a virtue which any self-respect- 
ing, earnest person may cultivate, but it is a highly 
valuable trait, and may save you your job when you 
get into competition with these of keener mental quali- 
fications. 

The man who is right up to snuff in everything else 
is a seriously damaged article unless he couples with 
it a strong stock of reliability. 

Some of the smartest salesmen in the business find 
it hard to get jobs if they are not the kind of men that 
their employers can always count on finding “on the 


job.” 


“*e- 


REWARD FOR KEEPING DOWN EXPENSES. 


Although keeping expenses down is not the secret 
of success in the retail hardware business, the man 
who can get results on the lowest possible expendi- 
ture is the man who spends his declining years clip- 
ping coupons. 


ocr .-!-!mCCUCOC OT 


GETS PATENT FOR STOVE ATTACHMENT. 


Charles Edward Pickard, Northcote, Victoria, Aus- 
tralia, has been granted United States patent rights, 
1,245,122, for a stove attachment for 
economizing heat described herewith: 


A heating appliance adapted 
to be supported on the top of a 


under number 


2? : . 
P / ‘@ ~( sing <z ( formed 
1,245,122 4 vis iL ") mag wk = cnet 
— pS # a continuous wall extending 
71 5 ; 8 downwardly from the top, said 
wall at one end being extended 
above the plane of the top to form a utensil supporting 
flange, the edge of which is provided with notches, said top 
extending beyond the forward edge of the utensil supporting 
flange and terminating some distance from the rear end of 
said supporting flange to form an opening at the rear end of 
the appliance, the upper surface of said top inclining down- 
wardly in all directions from the upper horizontal plane ot 
the depending wall toward the opening near the forward end 
portion of the top, the end portion of the top extended 
within the confines of the supporting flange being curved m 
cross section, and forms with the top of the stove support- 
ing the attachment an inclined flue to direct heat from 4 
point below the first mentioned opening to the second men- 
tioned opening at the rear end of the appliance. 
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The Harding Manufacturing Company, Mansfield, 
Massachusetts, makers of tools, will rebuild their plant 
shortly. 

W. Ames and Company, Harrison, New Jersey, 
manufacturers of bolts, will erect a one-story addition 
to cost $6,000. 

The William Rathsock and Sons Hardware Com- 
pany, Manitowoc, Wisconsin, has increased its capital 
stock from $50,000 to $75,000. 

LL. C. Blancke, C. Ter Meer and A. J. Talley, are 
the incorporators of the Blancke Twist Drill & Tool 
Company, New York City, which has been chartered 
with a capital of $500,ce0. 

The Ithaca Gun Company, Lake Street, Ithaca, New 
York, is building a three-story addition to. its plant, 
about 70x100 feet, to cost $40,000. George Livermore 
is president of the Company. 

The 


Wisconsin, is erecting a shep additicn, costing about 


Washington Cutlery Company, Watertown, 
$15,000, and contemplates building a new heating and 
power plant to cost about $10,000. 

The Massachusetts Saw Works, Springfield, Massa- 
Hack Saw 
have changed their name to the Victor Saw Works. 


chusetts, makers of the Victor Blades, 
There is no change in the management. 

The Eureka 
New York City, has been chartered with a capital of 


Specialty Manufacturing Company, 
$100,000 to manufacture automobile accessories by 


W. H. David, M. W. Richard and FE. M. Carlson. 


The Gerald G. Freeman Corporation, 141 [road 
way, New York City, has been organized with a cap 
ital of $100,000 to manufacture tools and hardware. 
G. H. Freeman, L. H. Ferber and T. J. Mahoney are 
the incorporators. 

The McLaughlin Tool Company, Camden, New Jer 
sey, was recently incorporated with a capital of $5o0,- 
000 and are now making plans to build a plant for the 
manufacture of tools. The incorporators include W. 
J. McLaughlin and J. Scott. 

The Wrench 
Wilmington, Delaware, has been incorporated with a 
capital stock of $200,000 to manufacture wrenches 
and tools, M. Halloran, S. 


Handee Manufacturing Company, 


The incorporators are A. 
A. Williams and Ferris Giles. 

The Willis Manufacturing Company, 
Ohio, has been incorporated with a capital stock of 
Herbert 


Cleveland, 


$100,000 to manufacture electrical devices. 
A. Spring, Howard F. Burns, M. G. Egan, M. I. Scott 
and L. A. O'Neill are the incorporators. 


WILL ARRANGE DATE OF CONVENTION. 


Word has just been received from IF, C. Thorpe, 
president of the Missouri Retail Hardware Associa- 
tion, that a special meeting of the Executive Commit- 
tee has been called for Monday, November 12, 1917, 
at 9:30 A. M., to arrange dates, program, and all de 
The 


abnormal conditions of industry will necessitate dis 


tails of the next convention of that organization, 


cussion of new problems at the convention, It is, 


therefore, the intention of the 


executive Committee 
to prepare an adequate schedule for the proceedings 
of the Association. In order to be of benefit to its 
members, it 1s realized that the organization must bring 
to bear the best wisdom and the highest patriotism 
upon the questions which are to engage the attention 
of the delegates. 
oo 


KENTUCKY DEALERS ELECT OFFICERS. 


Gus Albrecht, a prominent Louisville hardware 
dealer, was elected president of the Kentucky Hard- 
ware and Implement Dealers’ Association for the com 
ing year, to succeed W. H. Iunk, of Bowling Green, 
at the close of their annual convention in Lexington 
last week. 

Troutman, of 


()ther officers elected were: C. I. 


Shepherdsville, 1st vice president; A. T. Byron, of 
Owinrgsville, 2nd vice president, and M. LD. Jordan, 

Ht. A. Lowry, of Leitchfield, 
l‘ranklin, were added to the 
The latter body will select a 


cf Olive Hill, treasurer. 
and Joe B. Lucas, of 
Executive Committee. 
secretary and. designate the convention city for next 
year. louisville is considered probable. 


-e- 


VETERAN HARDWARE DEALER CELEBRATES 
HIS EIGHTY=SECOND BIRTHDAY. 


\ double significance attaches to the 5th day of 
dent of the Phillip 
\lilwaukee, 


his eighty 


November for Phillip Gross, presi 


WwW ot 


(sross Hardware and Supply Compa 


Wisconsin. On that day he celebrated 


second birthday jn this year of grace, nineteen hun 


avo on the sth 


dred and seventeen. Sixty-two years 


day of November he entered the hardware busines 


In 1855, at the age of twenty Phillip Gros entered 
the employ of John Nazro, Milwaukee's first hardware 
merchant and at that time one he largest in the 
Northwest. [In 1868 Phillip Gr tarted his first 
hardware store at Third and Chestnut streets unde 
the firm name of Bucholz, Gross & | Ni In 1880 
Phillip Gross bought the store of Nie heter & 
Brother, at 110 Grand Avenue, he firm 
moved to 216 Third Street, Milv 

Phillip Gross has just recover veek 
illness. This fortunate turn ga ore than common 
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interest to the birthday festivities. Mr. Gross is said 
to be the oldest active hardware dealer in the United 
States. 

ee a ee 


WILLIAM V. HAWKINS IS PROMOTED. 


William V. 
Columbian Rope Company’s Chicago branch for a 


Hawkins, who has had charge of the 


number of years and who has served as governor of 
the Hardware Club of Chicago for two years and 
treasurer the past year, has been promoted and is 
now in charge of the New York branch of the same 
Company at 31 Burling Street. EF. A. Hansen, who 
has been Mr. Hawkins’ assistant for three years past, 
Next Monday even- 
ing, November t2th, the members of the Hardware 


now will be Chicago manager. 


Club of Chicago will join in giving Mr. Hawkins a 
farewell dinner at the rooms of the club. Prichard 
Stewart of Hibbard, Spencer, Bartlett and Company, 
Chicago, is chairman of the entertainment committee 
in charge of the affair. 

oe 


COMING CONVENTIONS. 


United States 
November. 15, 16, 
sourse, Phila- 


aint Manufacturers’ Association of the 
Convention, Blackstone Hotel, Chicago, 
1917. George B. Heckel, secretary, 636 The 
delphia. 

American Washing Machine Manufacturers’ 
tion, Hotel Sherman, Chicago, November 21, 22. 
Marsh, Otis Building, Chicago, Secretary. 

Oklahoma Retail Hardware Association, Oklahoma City, 
December 4, 5, 6, 1917. W. B. Porch, Secretary, Oklahoma 
City. 

National Association of Automobile Accessory Jobbers, 
New York City, January 11 to 16, 1918. William M. Web- 
ster, Commissioner, Chicago. 

Western Retail Implement, Vehicle and Hardware Asso- 
ciation Convention, Kansas City, Missouri, January 15, 16, 17, 
1918. H. J. Hodge, secretary, Abilene, Kansas. 

Pacific Northwest Hardware and Implement Associa- 
tion, Spokane, January 16, 17, 18, 1918. E. E. Lucas, Secre- 
tary, Hutton Building, Spokane. 

Mountain States Hardware and Implement Association 
Convention, Adams Hotel, Denver, Colorado, January 21, 22, 
28, 1918. W. W. McAllister, secretary-treasurer, Boulder, 
Colorado. 

Indiana Retail Hardware Association, Indianapolis, Jan- 
uary 29, 30, 31 and February 1, 1918. M. L. Corey, Secre- 
tary, Argos. 


Associa- 
Raymond 


Wisconsin Retail Hardware Association, Milwaukee, 
February 6, 7, 8, 1918. P. J. Jacobs, Secretary, Stevens 
Point. 


Iowa Retail Hardware Association, Des Moines, Feb- 
ruary 12, 13, 14, 15, 1918. A. R. Sale, Secretary, Mason City. 


Michigan Retail Hardware Association, Saginaw, Feb- 
ey 12, 13, 14, 15, 1918. Arthur Scott, Secretary, Marine 

ity. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion and the New York State Retail Hardware Association 
Joint Annual Convention, New York City, February 12, 13, 
14, 15, 1918. W. P. Lewis, Huntington, Pennsylvania, sec- 
Association, and John B, Foley, Syracuse, New York, secre: 
retary-treasurer of Pennsylvania and Atlantic Seaboard 
tary of New York Association. 


North Dakota Retail Hardware Association Convention, 
Grand Forks, February 13, 14, 15, 1918. C. N. Barnes, Secre- 
tary, Grand Forks. 


Illinois Retail Hardware Association, Chicago, February 
19, 20, 21, 1918. Leon D. Nish, Secretary, Elgin. 


Minnesota Retail Hardware Association, St. Paul, Feb- 
ruary 19, 20, 21, 22, 1918. H. O. Roberts, Secretary, Metro- 
politan Life Building, Minneapolis. 

Ohio Hardware Association, Columbus, February 19, 20, 
21, 28, 1918. James B. Carson, Secretary, Dayton. 


New England Hardware Dealers’ Association, Boston, 
February 20, 21, 22, 1918. 
High Street, Boston. . 

South Dakota Retail 
February 25, 
Mitchell. 


George A. Fiel, Secretary, 10 


Hardware Association, Mitchell, 


26, 27, 28, 1918. F. J. Shepard, Secretary, 





GOVERNMENT REVEALS STARTLING FACTS 
ABOUT AMERICAN HARDWARE 
IN TURKEY. 





Imitation of patented American articles on an cx 
tensive scale and a carefully planned system of mis 
representing American hardware products are re- 
vealed as the salient features in the German campaign 
to control the Turkish markets in a bulletin published 
Wednesday of this week by the United States Bureau 
of Foreign and Domestic Commerce, Department of 
Commerce, Washington, D. C. 

As is the case with various other important lines, 
American hardware has not as a rule been sold di- 
rectly to the Turkish distributor. In normal times it 
is sold through a few firms in Hamburg and Bremen. 
These concerns have houses in New York, but it is 
erroneous to consider them as American export organ- 
izations. They are German jobbers, working accord- 
ing to German methods and for German interests. 
They ship American articles to Turkey only if they 
can not be replaced on the same terms by German 
articles. Sometimes their catalogs show American arti- 
cles on one page and the German imitation on the op 
posite page, with the advantages of price, quick de- 
livery, etc., of the German goods conspicuously indi 
cated. 

These imitations are very close, proceeding even to 
the brand and name of the article, and there is always 
a reduction in price. That the Germans keep the 
American article in the catalogs at all must be ascribed 
to the fact that there are people in Turkey who appre- 
ciate the excellence of the American product, in spite 
of all manipulations and deceptions, and insist on hav- 
ing what they want. 

It is surprising to learn that in spite of conditions 
under which it is sold in Turkey, \merican hardware 
had gained an important position before the war, sole- 
ly on its merits. It may be surprising even to Ameri- 
can manufacturers, many of whom are probably un- 
aware that their goods are sold there at all. Of all the 
shelf hardware sold in Turkey, fully 60 per cent 1s 
sold as American, and 20 per cent of it actually 1s 
American. The holding of 20 per cent of a country’s 
business in a given line, without the least effort to 
obtain it, is a fact that commends itself to the careful 
consideration of all those whose wares are involved. 
The possibilities to which such conditions point when 
the war is over are fully discussed in the report. 

~o- 


WOMAN INVENTS NOVEL DEVICE. 


Under number 1,244,605, United States patent 


rights have been granted to Nannie D. Henley tor 


a combined coal hod and ash sifter described herewith: 
The combination with a hod having 
a movable ash sifting plate constituting 
the bottom thereof and provided with 
an operating handle, of an asi fre- 
: fi ceptacle having a horizontal slot in its 
—s% 9 12 So ic , , ic lot com- 
Ne it vertical wall and a vertical s 
6 


i475  municating centrally-with the hori ontal 
1,244 605 ys slot and opening upon the upper edge 
\ as 6 hush 





of said wall, said slots being adapted 

ade to receive the handle of the sifter plate, 
said handle being reciprocable in the horizontal slot and con- 
stituting means for detachably connecting the hod and re- 
ceptacle to each other. 
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EXPLAINS HOW TO PREPARE CATALOGS 
FOR EXPORT TRADE. 


lanutacturers engaged in export trade have long 
liscovered that domestic literature is totally in- 
adequate for foreign use, writes Frank B. Amos in 


sine 
\merican Exporter. Consumers in foreign lands 
must be approached differently. 

‘The way, in the preparation and distribution of 
foreign literature, to arouse the interested attention of 
the prospect is to cater for his customs, to keep in 
mind his methods of thinking, and to use as illustra 
tions objects with which he is quite familiar. 

‘The printed page should always be so attractive to 
the reader, should be so simple in form and so easily 
understood that not only “he who runs may read,” 
but may read it in the language with which he is most 
familiar. 

“The best way I know of to illustrate pointedly the 
absolute need for literature in_ the prospect's own 
idiomatic language is to imagine a reversed situation. 
let us suppose, for example, that a 'rench manufac 
turer desires to market a washing machine in your 
home town. You may have a passing interest in wash 
ing machines, or perhaps you are satisfied to let your 
wife manicure her nails over the old-fashioned wash- 
board. What is more likely, you have never given any 


thought to the matter. You receive a letter from some 
city abroad, written in French, and with it a French 
The 


curiosity, and you may glance at the pictures, but un 


catalog strange language may arouse your 


less you are an extraordinary individual with an in- 
born desire to investigate anything unusual you will 
not take the time from regular business duties to hunt 
up a French dictionary and laboriously decipher the 
text of that letter and catalog. Iurthermore, if you 
are the average washing machine prospect, you will 
hardly go to the trouble to get in touch with a linguist 
and employ him to translate the French catalog for 
The that a 
after you receive the communication you will throw 


you. chances are 100 to I few minutes 


it into the waste basket and fo: get it. 


“Let us follow the analogy further. Suppose that 
stead of a French communication and catalog you 
receive them both in translated English. You glance 
at it and find a very literal translation, which in many 
respects is evidently incerrect, and so much so that it 
arouses your sense of ‘the ludicrous. You find terms 
used which are apparently improper and which widely 
miss whatever point the original writer of the catalog 
had in mind. You are unable to figure out what that 
point was, but realize that some translator has at- 
tempted to put the original matter into English. 

“To secure your interested attention and enough of 
your money to buy his washing machine that manu 
facturer must use plain English. He must approach 
you just as forcibly and employ the same simple and 
plain language which the home manufacturer uses, and 
which appears in the best magazines. Failure to do 
this means either the entire loss of your patronage or 
much greater sales expense on his part to finally secure 
your interest. 

“Summing up, I should say umphatically that from 


My experience, to make advertising literature, cor- 
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respondence, newspaper advertising and service books 
of the greatest selling and service help, all of it should 
be interpreted into the reader’s own idiomatic lan 
guage ; should be interpreted by a linguist who is thor 
oughly familiar with the foreign language in question, 
not from a mere study of it, but from intimate use of 
it in one of the countries where it is spoken; should 
be checked up by a technical expert who is also a 
linguist, and should be profusely illustrated with pic 
tures familiar to the reader, harmonizing with his 
customs, of a type which cannot fail to attract and at 
the same time in no way offend him.” 


TELLS OF ECONOMY IN THE DELIVERY 
SERVICE OF RETAIL STORES. 


Last June the Commercial Economy Board of the 
Council of National Defense issued a series of recom 
mendations to retail merchants asking them to reduc 
their service by curtailing free delivery of small pur 
chases, by eliminating special deliveries, by restricting 
deliveries where possible to not more than one a day 
on each route, by reducing the acceptance of return 


goods to a minimum, and by establishing co-operative 


systems in the small and medium-sized cities and 
towns. 

Qn page 24 of the October 13, 1917, issue of 
\MERICAN ARTISAN AND HARDWARE RECORD, an ac 


count was given of the working out of the co-opera 
tive delivery system, disclosing the advantages which 
had been derived up to that time. A recent summary 
National 


tains many lessons for hardwaremen, both from the 


Defense con 


published by the Council of 
point of view of active patriotism during the war and 
of profitable suggestion for times of peace. 

‘rom numerous stores information has been received 
by the Commercial Economy Board which shows to 
what extent these merchants have been able to reduce 


their delivery itorce. Some merchants who have 


adopted two deliveries a day expect to reduce this to 
one a day as soon as their organization and the publ 
become accustomed to the restricted service In the 
smaller cities a keen interest in co-operative delivery 
The Board has 


careful investigation and finds that ordinarily the num 


systems is being manifested. made a 


ber of men employed can be reduced ly al least one 
half when the co-operative system is introduced. Thi 


Board is gathering full information concerning thi 


organization and operation of these co-operative 


systems. 
The object of the Board's campaign tor econon 


this service is to enable retail] merchants to operat 


with smaller forces during the war. As men are wit! 


drawn from delivery work and, other store activiti 
by voluntary enlistment in the Army an 
by service in the National Army, 1t desirable that 
they should not be replaced by others who ar 
urgently needed in agriculture, shipbuilding, transpor 
tation, mining, manufacturing, and ot! rk tha 
essential to the welfare of the count 
sii 

If you have built castles in the air, youn vork need 
not be lost: that is where they should |e ow put 
foundations under them.—Hent iy 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 














STRIKING DISPLAY OF HUNTING SUPPLIES 
ATTRACTS THE SPORTSMAN. 


The accompanying illustration pictures a handsome, 
striking window display of Hunting Supplies which 


proved effectual in attracting sportsmen. It was ar- 


cut-outs which were great factors in gaining the att 
tion of the passer-by. Such advertising material len 
life to a window display and serves ideally to introduce 
the onlooker to the merchandise featured in th: 
window. 


rom the center of the ceiling a ring was suspended, 





Window Display of Hunting Supplies Awarded Honorable Mention in AMERICAN ARTISAN AND HARDWARE RECORD Window 








Display Competition. 


ranged by Paul H. Kemp for Kemp-Hibler’s store, E] 
and awarded 


AMERICAN ARTISAN AND 


Dorado Springs, Missouri, was 
Honorable Mention in 
HARDWARE Record Window Display Competition. 

In the background of the window a large arch was 
set up, trimmed in red and yellow. At the bottom 
rested a two-shelf base covered in black, while the 
floor border was in yellow with a black velvet center. 
The arch was decorated with autumn leaves, as also 
were the shelf at the bottom and the floor next to the 
window glass. 

The background and side walls were virtually cov- 
ered with attractive advertising cards, posters and 


SPORTSMENS 


DQUARIE 





Arranged by Paul H. Kemp for Kemp-Hibler’s Store, El Dorado Springs, Missouri. 


from which small chains extended to various points at 
the top of the window glass. On the shelf at the 
back, cartons of shells and cartridges were neatly set 
up, and in the center rested a large cut-out of a hunter 
offering some shells. Five guns were inclined from 
the floor to the shelf and in between these were ar- 
ranged individual shells and cartridges on the |lack 
velvet covering the floor. Bordering this velvet stood 
small pyramids of cartons, and on the yellow str 
to the window were displayed other guns and 
nition. 

At the right the trimmer inserted a large card 


ouncing “Sportsmen’s Head.juarters,” and 














section of the window to the extreme right were shown 


fancy pots and jardinieres. The guns ali bore large 
price tickets, which also served to enhance the 


prospect's interest. 
“*e- 


ANNOUNCES POSTPONEMENT OF THE 
CLOSING DATE OF WINDOW 
DISPLAY COMPETITION. 





lt is a peculiarity of human nature that arguments 
and reasoning have their greatest effect only after 
much repetition. In other words, they are cumulative. 
That is to say, they keep on piling up in our con- 
sciousness, until their weight is big enough to make 
judgment. For more 
ARTISAN 


our 
than three months AMERICAN 
Harpware Recorp has been marshalling rank after 
rank of facts in an array of logic to demonstrate the 
benefits to be had from the Window Display Competi- 
tion which has been going on during that time in these 
pages. Now that the Competition is drawing to a 
close, scores of hardware dealers in various sections 


an impression upon 


AND 


of the country are beginning to regret their slowness 
in taking advantage of the opportunity. Requests 
are coming in from all sides asking that the date of 
closing be pqstponed so that dealers may have a 
chance to enter their holiday window displays in the 
competition. The cumulative effect of the arguments 
and reasonings is manifesting itself. 

The dealers who at the eleventh hour, as it were, 
have realized the importance of personal participation 
in the Competition are justified in asking for this 
postponement because, after all, the function of 
AMERICAN ARTISAN AND HARDWARE REcorRD, as well 
as the duty and pleasure of its publisher, is to promote 
the interests of the hardware trade. Nothing in an 
experience of zlmost forty years of continuous publi 
cation has proved to be more influential in training 
hardware retailers in the intricacies of their business 
and enabling them to get larger profits then this 
Window Display Competition. 

Wherefore, the closing date of the Window Display 
Competition is hereby postponed to February 1, 1918, 
in order that those who have not yet entered its school 
of training may have an opportunity to take the full 
course. It is provided in the conditions of the Com- 
petition that any one employed in a retail hardware 
store or hardware department of a general store may 
take part in the contest and be eligible for any of 
the cash prizes. The season of holidays now approach- 
ing offers exceptional inspiration and motive for 
uncommon window exhibitions. The rules governing 
the Competition have been made as easy and simple 
as possible in order to avoid complications and mis 
understandings. Read them carefully and then go to 
work at once and begin your preparations for entrance 
into the Window Display Competition. 

Award of Prizes. 

The prizes will be awarded as follows: 

First prize, $50.00 in cash, for the best photograph 
and description received of window display of hard- 
Ware or kindred lines. 

Second prize, $25.00 in cash, for the photograph and 
description second in excellence. 
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and 


Third prize, $15.00 in cash, for the photograph 
description third in excellence. 
. 
Fourth prize, $10.00 in cash, for the photograph and 
description fourth in excellence. 


Conditions of Competition. 
The conditions of the competition are as follows: 


The photographs must be accompanied by descrip- 
tions of how the window displays were arranged and 
the materials used. The description is important and 
hence should be adequate. 


scriptions may be sent by mail or express, charges pre- 


These photographs and de- 


paid, and must reach this office not later than Febru- 
ary 1, 1918. Address all photographs and descriptions 
to AMERICAN ARTISAN AND HARDWARE Recorp Win- 
dow Display Competition, 910 South Michigan Ave- 
nue, Chicago, Illinois. 

Each photograph and description must be signed by 
a fictitious name or device and the same name or 
device must be put, in a sealed envelope containing 
the real name and address of the contescant. This 
sealed envelope is to be enclosed with the photograph. 
Contestants are permitted to enter as mary photo- 
graphs of displays as they please. 

A Competition Committee of three wili be ap- 
pointed ; one of them will be an expert window dresser 
This Com- 
mittee will pass upon the merits of ali photographs 


and one an experienced hardware man. 


and descriptions received, without knowing the names 
or addresses of the senders, and wiil decide the win 
ners of the Competition. 


AMERICAN ARTISAN AND Harpbware ReEcorp re- 
serves the right to publish all photographs and de 
scriptions submitted. 

-~o- 


SEES GOOD OPPORTUNITY FOR BUSINESS 
IN THE DOMINICAN MARKET. 


Writing from Puerto Plata in the Dominican Re- 
public, Consul Arthur Mclean calls attention to the 
Dominican market which has thus far been neglected 
by United States manufacturers. The Republic has 
an area of 19,325 square miles and a population esti- 
mated at 700,000 inhabitants. The island is extremely 
fertile and almost unexploited. It is a growing mar 
ket and worthy of study and attention, yet it is visited 
by comparatively few salesmen from the United States. 

Since there is little or nothing manufactured in the 
Dominican Republic almost everything must be im 


ported. There is an American bank there, as well as 
an American steamship line, so that the facilities for 
doing business are excellent. The island's proximity 
to the United States gives to that country a great ad 
vantage over European competitors. As a rule, Amer- 
ican salesmen go down one coast of Central or South 
America and come up the other, or they may go to 
Cuba or Porto Rico, but they seldom visit the Domini 
can Republic. 

Virtually all the salesmen who have visited the 
Puerto Plata consular district this year with samples 
of a line suitable for this trade, speaking Spanish and 
in a position to extend reasonable credits, went away 
satisfied. If more would come, similarly equipped, 


they, too, would no doubt obtain equally good results. 













HIGHER VALUES OF STOCK CALL FOR 
INCREASED FIRE PROTECTION. 


Prices forall goods in your line are mounting higher 
and higher, with no predictions as to when the end 
This is a matter which has brought 


face with a 


will be reached. 
the retail hardware merchants 
problem which many of them are overlooking. 


face to 


lt is simply this, have you adequate fire protection 
to cover increased stock valuation ? 

This is another angle of watching the markets daily 
and having your goods priced accordingly, which is 
being urged to all merchants the country over in these 
It applies to 
your insurance as well as to your selling and should 


days of rapid fluctuations of prices. 


be given instant and regular attention by the owner of 
any store, for if the dread fire should come—and none 
of us can tell where it will strike next—you should 
he prepared to meet it, in the one way which you can, 
adequate protection from loss. 

In case of loss, it is the rule to make the adjust- 
ment on the present market valuation of the merchan- 
dise. Prices have been advancing rapidly, the end is 
not yet nor in sight with the demands which are be- 
ing made on all manufacturers and the rapidly in- 
creasing costs of raw material. This means, with 
stock which is not moving rapidly, a condition where 
the present value of the stock is far in excess of the 
value at the time of purchase. 

In some of the larger retail stores, this matter is 
being given careful attention. A close watch is be- 
ing kept on all stocks on hand and no sooner is a 
large invoice received than insurance is taken out to 
cover it, either the regular or the short term policies 
to offset the increased investment. 

Where a merchant has policies by which he be- 
comes a co-insurer with the insurance companies, 
the reason for having protection against fire losses 
based on present valuations is particularly marked. 
It may mean should fire come that the loss would be 
sufficient to seriously embarrass, if not entirely force, 
the merchant out of business. 

Keeping track of your stock and seeing that it is 
amply protected is nothing but sound business. It 
offers the maximum of preparedness at a very small 
additional cost. It protects not only yourself but your 
creditors as well, and places your store on a sound 
business basis where, should the unexpected happen, 
you would be in a position to at once resume business 
with the waste of comparatively little time. 

If you have been carrying the burden of the risk 
yourself since the strong elevations of prices, now is 
a good time for you to get out from under the load 
and transfer it to the shoulders of the fire insurance 
companies in the Hardware Mutuals or old line. 

If you have not taken additional policies on your 
stock in the past two years and the stock is as big 
as it was in 1915, take an inventory of it, see how 
it compares with the present insurance you carry and 
then take out additional protection to make up the 
difference and do it at once. 

Carelessness on this subject is inexcusable. 
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INVENTS NEW BATTERY FOR FLASHLIGHTS. 


An inventor of Zurich, Switzerland, ha 
brought out a new dry battery for electric ; 
lamps which is said to be cheaper, better, 
simpler construction than those now in use. |; 
of a single block battery it consists of three se; 
and distinct elements, which are placed side by 
in the metal lamp case. The chief improvement js 
the possibility of substitution for a single element 
case the battery is out of order. In the event of the 
battery becoming defective, the voltage of each cle 
ment is tested to ascertain which one is useless, and 
it may then be replaced by a single new element. 

e+ 


MAKES RULING ON HARDWARE EXPORTs. 


A committee of the American Hardware Manuia 
turers’ Association has interviewed the War Trad 
3oard at Washington, D. C., in order to obtain an 
official interpretation of the item in the recently pub 
lished addition to the Board’s Conservation List which 
reads: “Hardware, finished articles containing more 
than 10 per cent of copper.” 

Assurance has been given the Committee that, for 
the present, hardware may be shipped to approved 
neutral countries without the formality of a special 
license provided the hardware does not contain over 
ten per cent (in weight) of copper and provided the 
hardware is free from other prohibited materials such 
as rubber, tungsten, and the like. 


+. 


WANTS REPAIRS FOR LAWN MOWER. 





To AMERICAN ARTISAN AND HARDWARE REcoRD: 
Can you find out for us who has repairs for thie 
Old Standard Rear Cut Lawn Mower with these 
specifications: Traction wheels L3, stationary knife 
bar B4, right hand pinion gear No. 8, right hand side 
plate L5? SUBSCRIBER. 
—_——.,-I'linois, November 7, 1917. 


*e- 


PATENTS SELF-LOCKING DOOR LOCK. 


Sweden, 


Johan Waldemar Lindberg, Stockholm, 
has obtained United States patent rights, under num- 
ber 1,244,872, for a self-locking door lock, described 
in the following: 


A door lock of the type de- 
scribed comprising a beveled bolt, 
a plate connected to said bolt, a 
shoulder at the inner end of said 
plate, a hook at the top of said 
shoulder, a bolt-actuating member, 


1,244,872 
MIM 068 USF 12 























and a lug on said bolt-actuating 

member adapted to slide against 

said shoulder and to engage sal¢ 

hook to thereby retain said bolt in 

a position intermediate its maxi- 

“5 mum retracted position an¢ its 

. maximum extended position, there- 

by affording means whereby said bolt may be actuated 

the engagement of the beveled portion thereof with t! mb 

escutcheon when the door is being closed. 

—_ eo - — —— 

Any one who is so foolhardy as to attempt to build 

his business on the los ~s and destruction of his com- 

ind 


petitor is a more serious menace to his commun! 
to mankind than the pickpocket or the burglar. 
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CUSTOMERS MUST BE PLEASED 


WRITTEN FOR AMERICAN ARTISAN AND HARDWARE RECORD BY ANDREW ABBOTT. 








laugh and the world laughs with you. 

\Veep and you weep alone. 

Never were truer words penned, especially with a 
view to the business side of our work-a-day life. In 
recent years the value of a smile, a cordial greeting 
and the placing of those you meet at their ease is 
becoming more and more recognized as an essential 
asset of modern business: So much so in fact that 
some of the large corporations who have a country 
wide trade, make a special effort, at the expenditure 
of considerable sums of money, to teach their em 
ployes the art of being pleasant under any and all 
conditions, 

lor instance, that big institution, the United Cigar 
Stores Corporation, make it a vital point of salesman- 
ship, that no matter what a customer buys nor who 
he is he must be given a cheery “Thank you” as he 
This seems like a small mat 


pays for the purchase. 


ter, but it is essential to success, at least so think the 
men who rule the destinies of big business. 

\ practice we once heard of was adopted by a man 
of smiling into his mirror every morning when he 
tried the 
Not a foolish grin 


arose, and if he could not smile when he 
first time he kept on till he could. 
but a whole souled smile that people whom he met 
never failed to like. Needless to say this man was a 
popular employer as well as merchant. 

\nother man we know never fails to have a pleasant 
word for his employes and clerks when he enters 
the business place in the morning, no matter what 
problems he has nor what conditions were either at 
home or at the store. Do you know what a difference 
that makes with your employes? You may not think 
it amounts to much, but clerks and other employes are 
but human. They do not know what is troubling you 
and when you rush in without a word and start in 
growling, as you open the mail, they think something 
they have done has displeased you. It puts them on 
a nervous tension, which makes their work difficult 
and they are more liable to mistakes. Another point, 
smiles as a rule are contagious, and if you can’t smile 
(lon't face your employes till you can. If you smile 
they will and they will pass that smile on to the cus 
tomers they come in contact with till the place of busi- 
ness has a reputation for being a cheery place in which 
to trade, 

More than one man keeps the motto, “Smile, Damn 
You, Smile.” in a prominent place on his desk or 
wall, for the simple reason of its effect on those who 
come to talk to him. They study the card, begin to 
smile and the ice is broken. Doctors have success- 
lully used the same methods with patients who visit 
them, cordially shaking them by the hand as they enter 
the office and asking them, “Smile, can’t you?” This 
has sent more patients on the road to recovery than by 
all the drugs in all the pharmacies of the land. 


You no doubt have had the personal application ot 
the value of a smile, when you have dropped into a 
store to buy something, been greeted by a smile and a 
word of recognition by the salesman and made to feel 
your presence was desired. You would go out of your 
way to trade at that store again. 

They 


are vitally so, and if you are not extending them nor 


These greetings you may not feel essential. 


instructing your help to do so you will soon find some 
other merchant is greeting your customers. 

You may not know it, but nearly every large cor 
poration, especially those who come in constant con 
tact with the public, have a man or several of them, 
who make it their sole duty to greet callers and place 
them at ease, as they enter the establishment. Ke 
cently a Bank President in a discussion with a Col 
lege President showed the value of this method. 

The College President took the stand, that an em 
ploye was wasting too much of his time, “talking with 
the villagers,” as he expressed it. The accused em 
ploye defended his position and said it was part of 
his job to be pleasant and entertain any one who came 
into the place. This the College President denied and 
said that if such a thing was necessary, an office boy 
would be the one to do it and not waste the time of 
the high priced employe. 

The Bank President, who was an interested listener. 
was appealed to for his opinion and he stated flatly 
that two-thirds of his time was taken up entertaining 
the customers of his bank when they called on bus! 
ness, and that in his fifty years of banking experien: 
he had found the more successful concerns in his line 
all employed a high salaried man with a high sounding 
title for just that purpose. The average man likes to 
have his vanity tickled by personal attention, and as 
a rule the bigger the official who tickles the vanity of 
the customer the more pleased they are and_ th 
warmer friend they are of the institution 

In closing let us remember, people have many dif 


ferent characteristics. But take it as fundamental 


that you cannot drive anyone; you cannot drive a man 


against his will. You can lead them past obstacles 
without driving them. Most people are lazy and if 
vou want a concrete illustration of this, look at the 


entrances of the biggest and most successful retail 


stores. You will find them on a level with the side 
walk, there is not even a threshold to offer an obstacle 
which would oblige possible customers to lift their 
feet, so they can almost fall in the store, trying alway 


possible 


least | 


to have the customer come in with the 
effort. 

We all like taffy and all like to be flattered 
today with a smile and keep it up at all times, no mat 
Sear in 


Start 


ter what the problems or troubles you have. 


. . - th ¥4 . . Q: a |- . 
mind this fact. You can win more flies with molasses 


than you can with vinegar.” 
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EXPLOSIVES FOR BLASTING OUT STUMPS 


Thirty-two land clearing demonstrations in the cut- 
over region of northern Wisconsin have just been con- 
cluded by the Wisconsin College of Agriculture work- 
ing in conjunction with the Du Pont Powder Company 
of Wilmington, Delaware, and three railroads running 
through that territory. These demonstrations showed 
that settlers, as a rule, were using too strong a grade 
of dynamite for blasting out the stumps. It was proved 
that a 60 per cent dynamite was used in many instances 
when a 20 per cent would do the work as well or even 
better. 

The cheapest and best way to remove pine stumps 
and large boulders from the land was shown to be 
some form of powder, either alone or in combination 
with hand or power machinery. The United States 
Government is taking an interest in these demonstra- 
tions and several of the States as well. In other words, 

















Preparing to Blast Out a Stump. 


the hardware dealer in those parts of the country 
where there is much cut-over land has the benefit of all 
these demonstrations and influences to help him sell 
explosives for agricultural purposes. If he has not 
yet made up his mind to add this profitable line to his 
business, it will be worth his while to find out, by 
writing to the Du Pont Powder Company, what the 
prospects are for good business in this direction. 

An instructive booklet entitled “The Giant Laborer” 
has just been issued by the Du Pont Company. It 
points out and proves the advantage of using Du Pont 
miscellaneous 


explosives for various farming and 


purposes. It explains what benefit explosives have 
been in clearing land of stumps and boulders, ditching, 
drainage, subsoiling, tree planting, and orchard culti- 
vation. It is a companion to the “Handbook of Ex- 
plosives,” another recent booklet which contains full 
instructions as to the handling and use of explosives. 
Both books will be sent free on application to any 
hardware dealer. 
+o 


ARE NO LONGER DEPENDENT ON FOREIGN 
SOURCES OF ENAMELED WARE. 





Housewives of the United States are at present buy- 
ing enameled utensils at the rate of about $30,000,000 
yearly. In former years a considerable portion of 
these goods came from manufacturers in Sweden, Ger- 
many, and Austria. Since the beginning of the war, 


there has been a steady decline in these importations 









and at the present time they are practically nil, |’or 
a time Japan sent shipments of the ware, but as the 
quality of the Japanese goods was unsatisfactory, the 


supply from this source has largely ended. 

More than thirty large American companies are en- 
gaged in the production of enameled ware, and since 
the beginning of the war factory facilities have been 
greatly increased. These concerns are able not only 
to meet domestic needs, but also produce an appre- 
ciable surplus for export. This year the shipm« ts 
to foreign countries will be not less than $2,000,000, 
and there are indications of a further rapid expansion 
if the war continues. 

~o- 
HAS UNIQUE PLAN FOR KEEPING PROMISES 
ON JOBS. 


The key-making department of a Western hardware 
store does a big business in special jobs, and these 
are nearly all “hurry up” calls, says B. M. Weinberger 
in the Michigan Tradesman. The locksmith who is 
busy all day at the bench has to schedule his work to 
accommodate these rush customers, and at the same 
time to finish his routine. 

A planning board similar to those in use in factory 
production offices helps him to accomplish this. The 
board has a clock set in its upper part while below are 
twelve hooks numbered according to the hours from 
seven in the morning to six at night. 

On these he hangs keys or tags that represent the 
jobs according to the hours that they were promised. 
By keeping an eye on the amount of work promised at 
each hour the locksmith is able to get it out on time. 
A reputation for promptness has resulted from its 


use, 
AMERICAN BUSINESS WINS ANOTHER TRADE 
STRONGHOLD. 


Statistics recently compiled show that American 
manufacturers have sold about $2,000,000 worth of 
enameled household utensils in the South American 
market during the last twelve months. This figure 1s 
of interest because it indicates the taking of one more 
trade stronghold by American business. 

The countries of South and Central America con- 
sume large quantities of enameled utensils, particularly 
the tropical sections, where the rustless and noncor- 
rosive qualities of enameled ware are especially appre- 
ciated. 

Until lately, European manufacturers had the mo- 
nopoly in this field, carrying huge reserve stocks in 
warehouses in the larger South American cities, and 
producing wares particularly suited to the needs of 
these sections. Superior shipping facilities and long- 
term credits were the factors operating in their favor. 

The war has changed the situation, and for two 
years or more American manufacturers of enameled 
wares have been making headway in these markets. 
During the last year progress has been particularly 
rapid, and in another year it is believed that the .\mer- 
ican makers will be wholly dominant in these fields. 

oo 


Remember: An empty barrel makes the most nose. 

















OPPORTUNITIES FOR FOREIGN TRADE ARE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 


The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made un 
separate sheets for each opportunity, stating the num- 
ber as given herewith: 

25695.—A 
kinds of hardware 
spondence should be in French. 

25700—A firm in Cuba desires to represent American 
manufacturers and exporters of silver-plated hollow ware, 
bicveles, tricycles, and miniature automobiles for children. 
References. 

25703.—Catalog and price lists are desired by a merchant 
in Madagascar from American manufacturers and exporters 
of general hardware. Payment will be made by cash against 
documents in New York. 

25705.—A firm in New South Wales wishes to represent 
\merican manufacturers and exporters of hardware, etc. 
References. 

2OT1O, 


for all 


Corre- 


merchant in France is in the market 
Payment will be made by cash. 
Reference. 


\ man in Canada is in the market for washing 
machines. Quctations should be made f. 0. b Cash will be 
yaid.. Correspondence may he in English. If trial order 
proves satisfactory, further orders will follow immediately. 

25 An agency is desired by a man ix France for the 
Correspondence 


25732. 
sale of tools of all descriptions, files, etc 
should be in French. References. 

25723.—A company in Italy wishes to buy large quantities 
of all kinds of saws, such as circular saws, strap saws, etc. 
Catalogs should be submitted. Credit will be opened in New 
York for payment. Correspondence may be in I[rench, but 
Italian is preferred. Reference. 

25735.—A company in Australia desires to be placed in 
communication with American manufacturers and exporters 
of lead-coated steel sheets in sizes of 3 by 6 feet and varying 
in gauges from 16 to 26 with intermediate gauges. Quotations 
should be cabled as soon as possible. with statement, ‘f 
sible when such shipments can be delivered. 

25749.—A company in Russia wishes to be placed in com- 
munication with American manufacturers and exporters of 
motorcycles, etc. References. 

25745.—An agency is desired by a man in India for the 
sale of hardware, ship chandlers’ stores, motor cars and acces- 
sories, paints, varnishes, enamel ware, etc. (Correspondence 
may be in English. References. 


ee 


SECURES PATENT FOR A DOOR OPENER. 


pos 


Duncan W. Smith, Imperial, Saskatchewan, Canada, 
has procured United States patent rights, under num 


ber 1,244,910, for a door opener described herewith: 


2 The combination with a and 
frame having a strike plate formed 
with an open ended slot for the recep 
tion of the latch bolt of the door, of a 
j ¢ _resihently held rotatable drum mount- 
| ed on the frame and provided with a 
foot lever arranged to be depressed to 
turn the drum, a member slidably car- 

the strike plate and normally 
F disposed in position to hold the latch 
| bolt in the slot, a link connected to the 
; said member and to the foot lever, and 

— a resilient arm carried by the drum and 


door 


1,244,910 ‘ 


ried by 


arranged to press the door into open 
rosition when the slidable member is disengaged from the 
latch bolt 


OBITUARY. 

Ashbell F. Herron. 
Ashbell F. Herron, the veteran hardware dealer of 
Boyne City, Michigan, died recently at the age of 


seventy-five. He saw active service in the War of the 
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Rebellion and was postmaster of Boyne City during 
Cleveland's second administration. At the expiration 
of his term of office, he engaged in the hardware Lusi- 
ness, which has been a decided success ever since. A 
few years ago he admitted his son, Clinton J., to part- 
nership, the firm being thenceforth known as Herron 
& Son. 


and church circles, and had greatly endeared himself 


Mr. Herron was prominent in civic, fraternal 


to all those who knew him. 
Harry Lichtenberger. 

Harry Lichtenberger, a well-known traveling sales 
man in the sheet metal trade, passed away on Tuesday, 
October zoth, at his home, 3608 North Harding Ave 
nue, Chicago. He was connected with the Kenosha, 
Wisconsin, office of the American Brass Company at 
the time of his death, and was at one time with the 
Merchant & Evans Company of Philadelphia and Chi 
cago. The funeral services and burial were held at 
the home of his parents in Savanna, Illinois, on Fri 
day, November 2nd. Mr. Lictenberger’s demise is 
mourned by his widow and a wide circle of friends 

RR ER 
RETAIL HARDWARE DOINGS. 


Itinois. 
John H. Doyle has sold his hardwar« 
to Karl D. Knapp 
James S. Solomon, Murrayville, has bought a 
store 


tore at Champaien 
hardware 


lowa. 
Walter hardware 
store. 
Blanchard and Cooley, Chariton, have sold t 
ware and implement business to F. B. Rineiart 
Kansas. 


Skinner, Barnes City, has opened a 


hei 


hard 


H. C. Titvs has sold his hardware business at Coolidge 
to Harry Ford of Syracuse 
J. Ik. Colvin has bought the hardware and 
ness of O. R. Hoag at Osawatomie 
Michigan. 


hought the 


furniture busi 


Sweitzer and Esler have hardware business 
of W. S. Briges at Sunfeld 

John Glerum, Leroy, has taken into partnership his sons, 
Edward and Benjamin, and_ the will be continued 
under the stvle of the Glerum Hardware Company 


William McKinnon, who recently purchased the hardware 


business 


and implement stock of CC. S. Hughes & Sons, at Allegan, 
has sold it to Irank D. Travis of Plainwell. The latter 
will continue the business under the management of Lert 
Cunningham, who has heen identified with the establishment 


for several years. 


Minnesota. 

\nton Sando, Bock, has opened a hardware store 

\ndrew Byorsell, Willmar, has sold his hardware store 
to L. ¢ Dorweller. 

J H. Love has boucht a hardware stor at Isle 

Missouri. 

Sawyers and Ingel of Chillicothe have purchased the 

Garrett Ilardware Store at Maryville 
North Dakota. 

Hl. Knutson has opened a hardware store at Reynold 

George Iridd end Pat Hyland, Rover } enya 
the hardware business 

Oklahoma. 

J. T. Cossey, Purcell, has sold his interest in the hare 
vare iirm of Beck and Cossev to W. EF. Beck 

The hardware stock of Knotts and Blackburn, Wood 
burn, ha heen destroved by fire The 1 ! 1] ered 
by insurance 

South Dakota. 

L. W. Unzelman has bought the Ramona Ilardware Cor 
nany's stock at Ramona 

1. M. Crawford and Brother, Clear Lake, have td the 
hardware and implement stock to Harbec! 1 Duarle 

Fred Wahl and M. Inwecks have purchased a hardwart 
store at Hitchcock 

Texas. 

Sam Yarno, Wharton, has moved his hardware stere tr 

the Gifford Bloc k 
; Wisconsin. 

The hardware firm of Chain and Johnson, [:Ikhorn, has 
dissolved partnership, Charles Johnson continui the | 
ness, 

The Peterson Hardware Store, Alma Center, was de 


stroved by ire. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpfui Hints for the Advertisement Writer 











WINDOWS SHOULD BACK UP NEWSPAPER 


ADVERTISEMENTS. 

A good rule to adhere to is that when a special offer 
is made in the newspaper, there should be co-operative 
display in the show window. It will help tie up to- 
gether the window display and the newspaper adver- 
tisement if the latter is clipped out and placed in the 
window where it may easily be read. It may be pasted 
on a card and set close to the glass, or if you want to 
well have a neat 


follow this plan regularly, you may 


frame made, into which each new advertisement can 
be put and placed in the window. 
The way in which little things like 
has much to do with their effectiveness. A 
dealer might simply stick the clipped advertisement on 
This probably helps, but it does 


this are done 


careless 
the window glass. 
not give the good impression that can be made by the 
use of a neat little frame. 

A window display with nothing of novelty about 
it, with no idea in it, nothing but goods, may help 
business, but not in anything like the degree it should. 
Ideas are what count in getting people to think about 


to say and to show to them. 
x * * 


what you have 


in the advertisement of the 


shown herewith is the 


Of prime significance 
A. C. M. Hardware House 
store’s preparedness and readiness to meet all demands 
Why, then, 

headlines ? 


which the hunter may make upon it. 

should not this fact be evidenced in the 
“ven the slightest intimation in the heading to that 
effect way of thinking, be 
to citing the names of several brands of guns. 


preferable 
This 


would, to our 


could be remedied in another fashion by using a one- 
line heading instead of the two panels at the top. In 








fa. 0. M, Hardware House | | a. CO. M. Hardware House | 





It is the completeness of our stock that makes our store the 
headquarters for hunters. Makes no difference 
what you want, we have it. 


Winchester, Remington and 
Stevens Pump Guns 











Fresh [| All Loads 
Factory Winchester and Remington Fresh 
Loaded Rifles in All Calibers at From 
Shells Right Prices Factory 

















A. C. M. HARDWARE HOUSE 


MAIN AND QUARTZ STREETS 











this space the writer could set such a caption as “Quick 
“We are ready for you,” “Hunt- 
ing time finds us prepared,” etc., all of which would 
be strictly in keeping with the subsequent text. Even 
with this handicap we'll wager that the 3'%-inch, 


service is our motto,’ 





double column advertisement appearing in the - {nu 
conda Standard of Anaconda, Montana, brought re- 
sults, because on the credit side of the ledger the tirm 
had the irrefutable arguments that they were adver 
tising, and furthermore were doing timely advertising. 


* * 


It is virtually impossible to select a most effective 
heading for any particular advertisement. Headlines 
written from one point of view will interest a certain 


number of people whose minds are attuned to the 














SN NEO 
CHILDREN’S SPECIAL 
liere is vo bealthier —— for YOUR child than roller skating 

CR CASH PRICES 

Genuine ball-bearing. all- ome roller skates, pair ............ . S865 
Cast steed GUOrmlet GUOGE, DONE oc. cnc 6c css occcccccevecceseess HO 
EXPRESS WAGONS 
SE MOD 66. Gi Gadd eeesabeen eb eet aceewneenstebeeewbeseene a Stoo 
PD PRD ca tonctonecdenedsesccncqnsece éegcceeneeosesene $2.00 
ere eee eT POT eT eT eT TT TTT Tr TT Ter 82.50 
These are well made and substantia). 

Velocipedes (good large sive) ................64. 23.10 
DUVAL HARDWARE COMPANY 
Phone 523. The Cash Store. 121 Last Park 
thought expressed in them. From another angle they 
are likely to subtend a different arc of readers, and so 


on. But no one will dispute the assertion that it is 


possible, with a choice relevant introduction, to at 
tract the attention of the greatest percentage of pros- 
pects. To illustrate: Roller skates, play wagons, ve- 
locipedes, and kindred items so dear to the hearts of 
youngsters are fittingly brought to the mind of the 
parents by the headline “Children’s Special,” for the 
simple reason that the mere mention of their offspring 
fond mother and 
upon Uncle Jim, Aunt 
other relatives. Thus the Duval Hardware Company, 
Montana, in its two-inch double column ad, 
Standard, 


exerts a magnetic effect upon the 
father and. even Evelyn, and 
Anaconda, 
reproduced herewith from the Anaconda 
excites interest and develops the story in the subse- 


W hat 
“Our 


quent sentence and in the list of definite prices. 

catches the eye of the business man is the caption 
Cash Prices” and the allied designation at the bottom: 
“The Cash Store.” While the some 
business because of their strict adherence to this rule, 
saving 


store may lose 
we have a notion that it is easily offset by the 
in old and dead. accounts, bookkeeping expense, 
An instance comes to mind 


inter- 
est on money tied up, etc. 
of a retailer who said that by granting credit to sev- 
eral people on small articles he not only lost the money 
itself but also every possibility of ever securing any 
business from those individuals. 

* * Ok 


Just because you don’t get a dun on the first of 

every month, don’t forget that you owe this old world 
‘4 

of yours a lot more than you owe anybody else. You 


can’t even pay this debt no matter how hard you try, 
but you can do something toward keeping the 
down. 


‘nterest 
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HEATING AND VENTILATING 








CITES RULES FOR ESTIMATING ON WARM 
AIR HEATER WORK. 





‘or practical purposes of estimating, say the Excel 
sior Steel Furnace Company of Chicago in their min- 
iature catalog of Excelsior Heating Specialties, the 
installer should: 

Select a furnace of ample size, weight and dura 
Iility. 

locate the furnace as near as possible to the center 
of the house in the direction from which the prevail- 
ing winds blow. 

llave warm air pipes as near the same length and 
size as possible and as short as possible. 

Give warm air’ pipes an upward pitch of not less 
than one inch to the foot. 

\void all possible angles in warm air pipes—turns 
retard the circulation. 

locate all wall pipes in inner walls. 

Never locate a register near a window. 


Use Self-Locking Double Wall Pipe exclu 
sively. 
Use Steel Baseboard Registers exclusively. 


Use double boots with all stacks. 

Use metal cold air ducts. 

Use adjustable elbows or angles for all bends. 

Have top line of bonnet collars on same level. 

Have cold air supply taken entirely from below the 
firepot. 

Provide ample cold air supply and see that a part 
is taken from the outside except in portions of the 
country such as the southwest, where sand storms 
prevail, in which case all of the air should be taken 
from the inside. 

Figure on ample labor and material to do a first 
class job and to make a profit on the same. 

Remember that one heating failure will do your 
furnace business more harm than a score of successful 
jobs can counteract. . 

It is important that no more air should be taken 
off the bonnet than the casing will properly supply and 
also that the furnace should be furnished with an equal 
amount of return air if taken from within the build 
ing or with three-quarters of the amount if taken en- 
tirely from without. If both inside and outside air are 
used in combination, supply 90 per cent of the total 
area of warm air pipes with inside air, and 10 per 
cent of area with outside air. 

The table published below is recommended as a 
safe one to follow unless the manufacturer from whom 
you buy warm air heaters publishes the area of warm 
air pipes that can be supplied by the various sizes 
cataloged, and guarantees the capacity claimed. This 
table is based upon the use of hard coal, and also upon 
top draft warm air heaters of standard construction, 
like the excelsior, and does not apply to special con 


structions or types like the Excelsior Smokeless Down 
Draft, which is made so as to utilize a larger portion 
of the heat units in the fuel burned, and in so doing, 
uses a smaller firepot in proportion to its capacity than 


does the ordinary warm air heater. 




















; Total cross 
Fire Pot Casing section *No. and Size of Warm Air Pipes that can 

: area of 

warm . 5 
Diam. Area Diam ~ ed . be supplied 
18 in. | 1.8 sq. ft. | 30 in.-32 in. | 180 sq. in. | 3- 9 in. or 4- & in. 
21 in. | 2.4 sq. ft. | 36 in.-40 in. | 320 sq. in. | 3-10 in. & 2- 8 in. or 3-9 in, & 3-8 in 
24in. | 3.1 sq. ft. | 40 in.-44 in. | 470 sq. in. | 3-10 in., 2-9 in. & 2-8 in. or 2-10 in. & 5-# in 
27 in, | 4.0 sq. ft. | 44 in.-50 in. | 610 sq. in. | 4-10 in, & 5-9 in. or 3-10 in. 4-9 in, & 2-4 in 
29 in, | 4.7 sq. ft, | 52 in.-60 in. | 700 sq. in. | 3-12 in., 3-10 in. & 2-9 in. or 6-10 in. & 5-9 in 





*Any other combination of sizes within the capacity of fur 
nace can be used. 


Table of Number and Sizes of Pipes for Various Sizes of Warm 
Air Heaters. 


To determine the pipe area required for heating 
any room the following rule is recommended: 

To one per cent of the cubical contents expressed 
in feet add ten per cent of the exposed wall surface 
and all of the outside door and glass surface. 

lor example : A room I2X15xXQ feet equals [920 
cubic feet, divided by 100, equals 16, roughly. 

Two side walls equals 243 feet, divided by 10 equals 
24, roughly. 

One door 3x7 feet, one window 4x5 feet and two 
windows each 2'%x5 feet equals 60. 

The total pipe area required for this room is 106 
inches of pipe area, or one 12-inch pipe. This com 
putation is for first floor only, and for a building of 
good wooden construction as regards outer walls. 
lor other constructions, instead of dividing the area 
of exposed outer walls as above, use the following fac 


tors in dividing: 


For S8inch brick furred with air spaces, divid 
by 5. 

For 12 inch brick furred with air spaces, divide 
by IO. 

For 16 inch brick furred with air spaces, divide 
by 15. 


lor medium wood construction or concrete without 
furring, divide by 5. 

After ascertaining the area of warm air pipe re 
quired for rooms on the basis of table indicated mak« 
the following deductions for floors above first floor: 
floor 


double wall pipe is used. ) 


For second deduct 25 per cent. (Provided 


For third floor deduct 35 per cent. (Provided doubli 
wall pipe is used.) 
If single wall pipe is used deduct ten and twent) 


per cent respectively owing to loss of heat units 1 
partition walls. 

The above is based upon a temperature of 10 degre: 
below zero outside, and a temperature of 70 degre 
inside and with inside air circulation or each degt 


? 


higher or lower add 1 per cen 
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HEATING AND VENTILATING ENGINEERS 
WILL DISCUSS TIMELY TOPIC. 


Problems whose interest leads out of the beaten 
paths toward a wider horizon will be discussed at the 
next meeting of the Illinois Chapter of the American 
Society of Heating and Ventilating Engineers. The 
session is to be held Monday, November 12th, at the 
rooms of the Chicago Engineers’ Club, 314 Federal 
Street. Dr. Arthur R. Reynolds, former Commis- 
sioner of Health of the City of Chicago, will speak on 
“Ventilation of Cantonments.” W. J. Maurer, Engi- 
neer for the Chicago Commission of Ventilation, will 
deal with the complex subject of “Heating of Differ- 
ent Types of Cantonments.” The heating and venti- 
lating of cantonments have thus far given rise to many 
questions which require accurate technical knowledge 
as well as practical experience for their solution. 

A. E. Stacey, Jr., Secretary of the Illinois Chapter 
of the American Society of Heating and Ventilating 
Engineers, announces that the members are looking 
forward to the discussion with more than usual ex- 
pectancy. The meeting is to convene at 6:30 in the 
evening, at which hour a substantial dinner will be 
served, thus making certain that the social advaatzges 
of the Illinois Chapter will continue to foster the spirit 
of good fellowship which is characteristic of the pro- 
fession of engineering. 

oo 


WARNS CUSTOMERS NOT TO BE MISLED 
BY WRONG INFERENCE. 


Without further qualification the words, “A Peoria 
Furnace Pipe Manufacturer,” might easily be in- 
terpreted to refer to F. Meyer & Brother Company of 
Peoria, Lllinois, manufacturers of the “Handy F[ur- 
nace Pipe.” Their name is distinctly associated with 
Peoria in connection with pipes for warm air heaters. 
Indeed, it is no exaggeration to say that in ninety-nine 
cases out of a hundred this would be the first inter 
pretation to suggest itself. Therefore, the manufactur 
ers of the “Handy l'urnace Pipe” are strongly of the 
opinion that the use of the words, “A Peoria l'urnace 
Pipe Manufacturer,” in conjunction with statements 
of an unfavorable nature, is likely to be prejudicial to 
their interests. 

The circumstances in which the foregoing situation 
arose are briefly as follows: A decision in favor of 
the Excelsior Steel Furnace Company of Chicago 
against the Charles Johnson Hardware Company of 
Peoria, Illinois, for infringement of their patent 
rights was rendered October 25th by the Federal 
Court. It concerned the Scherer patent self-locking 
double-wall pipe for warm air heaters. 
published page 
November 3rd of AMERICAN 
AND HARDWARE ReEcorD. In the meantime, a card 
dealing with the matter was sent out to the trade by 
the Chicago concern. 

Unfortunately the card is so worded, in the judg- 
ment of F. Meyer & Brother Company of Peoria, 
Illinois, as to create a wrong impression with regard 
to their product—the “Handy Furnace Pipe.” An 
examination of the card, which is reproduced in F. 
Meyer & Brother Company’s advertisement in this 


The news of 
33 of the 
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these facts was on 


issue 
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issue of AMERICAN ARTISAN AND HARDWARE Rev ‘D, 
compels the conclusion that the firm’s warning to their 
customers against the wrong inference, is thorouely 
justified. A firm’s good name for fair dealing and 
integrity is as much part of its-capital as the dollars 
invested in stock and equipment. 


_—* 
2.-er 


ROOM HEATER MAKES THE SCHOOLROOM 
HEALTHY AND COMFORTABLE. 





When cold weather arrives and we find it necessary 
to warm our homes artificially, air diseases become 
These 
maladies result from irregular heating and improper 
ventilation, and it is the chief argument advanced in 
favor of warm air heaters that they both heat and 
ventilate the home successfully. Applied to school- 
rooms, it is the warm air heater which means a class 
of ruddy-faced children, who are sharp-witted, com- 
The high grade apparatus of 


prevalent, very often to an alarming degree. 


fortable and happy. 































The Meteor Rcom Heater. 


this type is exemplified in the Meteor Room | leater, 
which is manufactured by the Thatcher Furnace Com- 
pany, New York and Chicago. 

The Company subscribes to the statement that this 
heater continually radiates fresh, warmed air contain- 
ing the right amount of moisture, and at the same 
time draws Off the impure, vitiated air from the room. 
The circulation of the air is such that even in coldest 
weather, a child sitting at the far end of the classroom 
will be practically as comfortable as those near the 
The Meteor Room Heater has such general 
Extra heavy, gas-tight cast- 
ings; deep and roomy ashpit, sanitary, dust-tight feed 
mouth ; large water pan to supply the proper amount 
of moisture, and either a cast iron or steel radiator of 
large heating capacity. Full details of the various 
types are cited in the catalog of Thatcher Furnaces, 
which can be had upon application from the Thatcher 
Furnace Company, 131-137 West 35th Street. New 
York City, or 134-140 West Lake Street, Chicago. 


heater. 
distinctive features as: 























FRIEND TELLS FRANK ABBOTT HOW TO 
GUARD HIS CHILDREN AGAINST 
SICKNESS THIS WINTER. 


“Helio, Frank, how’s the family?” 

retty fair, Bob,” answered Frank Abbott, “but 
I’m worried about the children during the coming 
winter.” 

“Why?” 


now, aren't they?” 


inquired Bob Reed. “They're all right 
“Ves.” Abbott admitted, “but last winter they were 
It was one cold after another.” 

the trouble?’ queried 


sick most of the time. 
“\What 
“They looked like a healthy bunch of youngsters when 
at the Maccabees’ picnic last August.” 
“Qh, they’re healthy enough,” said Abbott. “They 
It keeps me humping to 


seems to be Sob. 


I saw them 


eat as much as a regiment. 
pay the butcher’s and grocer’s bills.” 

“The trouble is,” he continued, “that we don’t ap- 
pear to be able to keep the house properly warmed in 
winter. Most of the time it’s either too hot or too 
cold or else the air is so confounded dry that it curls 
the skin as strong soap does.” 

“Well, if you take my advice, Frank,” declared Bob 
Reed, “you won't have any sickness this winter.” 

“That’s what they all say,’ was the somewhat un- 
kind rejoinder of Abbott. 

“Well, you come on over to the house and I'll show 
you,” sharply retorted Bob, “if you think that I can’t 
make good.” 

“You never hear me complaining about the health 
of my youngsters, 
do you?” he 
asked. 


with 


“Come 
I'l 


show you why.” 


me and 


Arrived at 
Reed’s house, the 
two friends went 
into the basement 
where Bob point 
ed out to Frank 
a perfectly in 


stalled “lI ront 
Rank” Warm 
Air Heater. 


“There's the 
thing that keeps 
our folks healthy 
all through the winter!” he exclaimed. 

“Right here in this little 
frame,” he said, indicating its location on the wall 





Front Rank Warm Air Heater. 


glass-covered — picture 
close by, “I’ve put a page from the manufacturers’ 
catalog which was sent me by my Uncle Henry. | 
make every one of the family read it once a week, 
because the information in it is the cheapest kind of 
health insurance.” 

Approaching the framed page, Frank Abbott read 
aloud : 

“Health officers everywhere are emphasizing the im- 
portance of fresh air in the home. 

“They tell us that the only method of heating that 
lends itself to ventilation and humidifying the air in 
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a building is the indirect method, by which pure out- 
door air is warmed and moistened by apparatus in the 


basement or cellar of the building and then conducted 
through pipes to the rooms to be heated.” 

“That sounds reasonable,” said Abbott. 

“Guess I'll get one of these warm air heaters, Bob, 
for the winter,” he said with sudden decision in his 
voice. 

“Let me see,” he added stooping down in front of 
the heater. “I want to get the name correct.” 

Taking out his notebook, he copied the following 
words: Front Rank, Made by Haynes-Langenberg 
Manufacturing Company, St. Louis, Missouri. 

sob Reed, looking over his shoulder, made a sug- 
gestion: 

“You'd better write in the phrase ‘Warm Air Heat- 
er, Krank, so that you will have the full descrip- 
tion.” 

co- 


OHIO COMPANY IS REORGANIZED. 


The Eclipse Manufacturing Company of Wellston, 
H. 


Sellers, president; R. B. Gray, vice-president; and J. 


Ohio has been reorganized. The officers are: J. 
P. Sellers, secretary-treasurer and general manager. 
In addition to the “Senator” all cast warm air heater, 
the Company will manufacture revolving bins for 
nails, butts, bolts, and various other articles. It is 
incorporated for $50,000. 

“bie 


GETS VALUABLE INFORMATION. 


To AMERICAN ARTISAN AND HARDWARE REcoRD: 

I must say that | have found a great deal of valuable 
information in your journal which has been of prac 
tical help to me in my business of roofing and sheet 
metal work. 

SMITH. 


WARNER J, 


Loonville, Missouri, November 6, 1917. 


~e- 


PARAGRAPHS. 


The othices of the C. H. Sharp Manufacturing Com 
1312 Kast Twelfth Street, 
fornia, have been moved to 210 West Eleventh Street 


pany, Los Angeles, Cali 


in that city. The firm manufactures heating systems 
The H. A. Slater Sheet Metal Works has been taken 
Carlett and combined with the New Idea 
Metal Works of Vancouver, British Columbia. 


over by S. T. 
Sheet 
It is planned to add new equipment for the manufac 
ture of heating and ventilating apparatus. 

The [xcelsior Steel furnace Company are now oc 


cupying their new factory building which they have 


been erecting for some time past on (Goose Island, 
Chicago, Illinois. Their main building has a frontage 


on Hooker Street of 468 feet. The frontage on Rees 
Street, is 300 feet and on Glessner 
feet. 
with all the railroad transportation systems and thes 


\venue it 1s 200 


They have two private sidings so as to connect 


have facilities for loading and unloading ten railroad 


cars at the same time. The new building is fitted with 
all kinds of labor-saving devices and special machin 
ery and they are in a better position to handle their 


efor 


rapidly increasing trade than ever 
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PATTERNS FOR SAFETY FLUE DRUMS. each side of the center line in pattern. This cstab- 
samiaaiaiteniia lishes points 2’-3’-4’, etc. A line is then traced 
BY O. W. KOTHE. through these points, edges are allowed for # ing 

In all parts of the country, safety flues as shown in UP» and the pattern is finished. 
Quite often mechanics lay out these openings on the 


the accompanying drawing are of common practice. 
The idea is to keep the main smoke pipe away from 
the wood work and yet make a tight job on the roof, 
and, if possible, at the same time maintain a circula- 
tion of the That is why holes are 
punched in the upper and lower flanges. 

The first thing is to draw the elevation to the de 


air in drum. 








principle of an ellipse or oval, as shown to the right. 
All that is necessary is that the diameters be true. 
Then step them off on the center line, after 
describe an oval or ellipse through those points, which 
gives the opening approximate enough for all prac- 
tical purposes. These ovals can be described in any 
one of a dozen ways—whichever the workman best 
understands. 

The collar at the top and bottom of the drum is 
laid out by extending the side line Z-Y to the center 
line in point X. Then pick this radius and describe 
the pattern the same as you do a funnel, or any other 
Haring article. The holes for ventilating can be 
marked in by spacing off and punching. All edges for 
peaning and flanging must be allowed extra. 

Attention is called to the top pipe, which should 


have a seam in point Y, so as to shed the water. 

















_~ 



































FATTY 
FoR Ro 





PRN 
OF FLANGE. 























Then draw the roof line, 


sired diameter and height. 
a-b, to suit the pitch of the roof. This line represents 
the plan that must be riveted to the drum and well 
The drum itself is nothing but a straight 
piece of metal, and so the only complication rests in 
the opening for the flange and the tapering collar. 


soldered. 


So draw the half section “A” and divide into equal 
From these points, drop lines to the roof line 


At some con- 


spaces. 
and also erect to the base line 1-7. 
venient place draw the outline for the roof plan, and 
from the main center line, step off the spaces 1’-2’-3’- 
4’-5’-6’-7’, etc., as shown by similar numbered points 
in pattern. With dividers, pick the width of sectional 
lines having those numbers from “A” and set them on 


Development of Patterns for Safety Flue Drums. 





WILL GET SUFFICIENT FUEL. 


Representatives of the largest steel companies of the 


United States held a conference with the Fuel Admin- 
istration last week, the meeting being called for the 
~f com- 


purpose of establishing closer relations with th« 
panies and to assure them that their requirements of . 
fuel, such as coal gas and by-product coking coal, will 

be met. The steel makers will send weekly re; 
to their needs of fuel and of their shipments 
contract and the Fuel Administration will prob 
quest a modification of the late priority order 
coal from districts supplying the steel companies 


vorts as 

under 
ibly re- 
on gas 
aE 


quirements. 























ON CONVENTION PLANS. 


ir or no war, the members of the Convention 
Committee of the Master Sheet Metal Contractrs’ As- 
sciation of Wisconsin are working like beavers to 
make the next annual convention of the national asso- 
ciation in Milwaukee an occasion that will be long 
remembered. The Committee meets every month, the 
third session having been held on Wednesday after- 
noon, November 7th, at the Builders’ & Trades’ Ex- 
change in Milwaukee. At this meeting the Hotel 
Committee stated that a complete report as to reser- 
vations, rates, etc., would be forth coming at the next 
meeting ; the Program Committee submitted its report, 
which was carefully studied and approved; and the 
Committee rendered an account of its or- 
ganization. The chairman of the Convention Com 
Paul L. 


badges, and it was decided to buy stockers for use on 


Finance 


mittee, siersach, was autho:ized to order 


the Committee’s correspondence. 
oer 


BRAZING AND HEATING FIREPOT 
POWERFUL, INTENSE FLAME. 


GIVES 


In addition to the “Always Reliable” gasolene and 
kerosene firepots and torches for tinsmiths, electri 
Otto New 


manufactures a Gasolene Brazing and Heating 


clans, painters, etc., Bernz of Newark, 
Jersey, 
\utomobile Furnace which is compact, light and port 
able, and is said to give a powerful, intensely hot flame. 
The burner in this firepot is specially designed for 
heating heavy objects, such as automobile axles and 
frames while they are in place, thus saving the labor 
of taking them apart. It concentrates a strong flame 
on the object to be heated ; and, by protecting the sur 
the 


section is quickly brought to the proper temperature. 


rounding portions jwith asbestos, just desired 
The body of the furnace is made entirely of heavy 
metal, and all joints are autogenously welded by the 
oxy-acetylene process, which, according to the manu- 
facturer, gives the strongest joints possible and assures 
efficient operation. Full particulars of the brazing 
and heating automobile furnace and the “Always Re 
liable” line of firepots and torches will be sent upon 
request by Otto Bernz, 21-43 Ashland Street, Newark, 
New Jersey. 

oo 


SHEET METAL CONTRACTOR IS TREASURER 
OF ZOOLOGICAL SOCIETY. 


\ fine example of good citizenship in the best mean 
ing of the term is shown by Paul L. Biersach of Mil 
waukee, secretary of the Wisconsin Sheet Metal Con 
tractors’ Association. In spite of the numerous de- 
mands upon his time both from his own business affairs 
and from his duties in connection with the Sheet Metal 
Contractors’ organization, Mr. Biersach conirives to 
act as treasurer for the Washington Park Zoological 
Society of Milwaukee and to take a part in making 
the zoo of educational and recreative benefit to the 
people of that city. 
director ’ 


His services as treasurer and 
of the Zoological Society have won well- 
and 


merited 
welfare 


praise from influential citizens social 


workers, 
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MILWAUKEE COMMITTEE SHOWS PROGRESS CONFER ON 





TIN CONTAINER SITUATION. 


In the office of Judge Parker, a member of the 
Priorities Committee of the War Industries Board, a 
meeting was held last week between the Committee 
and representatives of manufacturers of tin containers 
to discuss the problems in connection with the supply- 
ing of containers for next year’s crops. It is under 
stood that the desire of the War Industries Board is to 
increase the supply of tin containers and, in addition, 
to direct the distribution of containers so as to make 
them of maximum usefulness. The companies repre- 
sented were the American Can Company, Johnson & 
Morse, Boyle Can Company, Wheeling Can Company, 
Southern Can Company, Atlantic Can Company and 
the Continental Can Company. 


PREPARE TABLE OF PRE-WAR EXPORTS OF 
SHEET IRON FROM GERMANY. 


\ table with 10 sub-divisions showing how varied 
was Germany's trade before the war has been prepared 
by the Research Division of the Bureau of Foreign 
and Domestic Commerce in response to numerous re 
quests for information about the exports of sheet iron 
from Germany. 

‘rom statistics of such shipments in 1913, the fol 
lowing interesting points are brought out; For rough, 
scaled, straightened, dressed or varnished sheets and 
plates of iron and iron alloys 5 or more millimeters 
0.03937 thick, the Netherlands 
was Germany's best customer in 1913, with the United 
the 


nillimeters thick the United Kingdom 


(millimeter inch ) 


Kingdom ranking second, lor same sorts of 


plates I to 5 
was the best buyer, with British India next in im 
lor the same sorts of plates less than | 
thick 


lowed by Switzerland 


portance, 


millimeter \ustria-Hungary ranked first, fol 


In purchases of ground, polished, lacquered, 
browned or artificially oxidized plates, covered or not 
with a shiny coat of oxide, France was first and the 
lnited Kingdom second, Of the tinned plates CX 
ported from Germany in 1913 Austria-Hungary took 
the largest share, followed by Switzerland. In gal 
a buver 
the 


metals 


vanized sheets the Netherlands ranked first a 
dominated 
| 


ase 


and Argentina second. Roumania 


trade in plates coated with lead or other 
or alloys of base metals, taking 3,125,200 kilos out of 


total exports of 4,999, 300 kilos: Switzerland ranked 


second. 
cus 


The Swiss also were Germany's second best 


tomers for corrugated sheets, Argentina leading in this 


The Netherlands 


or embossed sheets and plates ¢ 


class. took nearly hal! of the 


grooved <ported by 
(Germany in 1913 (with the United Kingdom ranking 


second), and was also the leading buyer of pressed, 
studded, flanged, welded, rounded, drilled or cored 


sheet iron. Of the latter class of sheet iron Belgium 


took the second largest share. 
“*- 
Don’t hide 


Give your goods a chance. them away 


and expect your trade to guess that you carry them. 
Displays and sales go hand in hand, and goods must 


be seen to be sold. 










































WILL INSTRUCT DRAFT ELIGIBLES. 


In co-operation with the War Department, the Fed- 
eral Board for Vocational Education has worked out 
a comprehensive system for the preliminary training 
of the men of the second and any subsequent drafts 
for the war army prior to their training at the can- 
tonments. [Every physically fit drafted man who vol- 
unteers to take the training will be admitted without 
cost to the classes, which will be held at night so as 
not to interfere with the regular occupations of the 
men. 


“ee 


COLORED BROTHER BECOMES GALLICIZED. 


Whether or not galvanized work has some subtle 
connection with Gallicized work, is a question which 
we cannot answer with any degree of authority. We 
know, however, that Luigi Galvani, from whose name 
we get the word “galvanize,” was an Italian; and 
Italians are first cousins to the French in language and 
The term “gallicize’’ means to conform to 
sehold, then, the Latin 
hold in 


culture. 
the I*rench mode or idiom. 
which “galvanize” and ‘“gallicize” 
It is not to be wondered at, therefore, that 


element 

common. 
our colored brother, Tom Johnsing, in Washington, 
D. C., falls so naturally intq Gallicized forms of 
speech. The galvanized mule, whose gracefully classic 
proportions are faithfully reproduced in the accom- 
panying illustration, is reported to have stepped on a 
This accounts for the triumphant expression 
in his eye. The mule has been in the Johnsing fam- 
ily since the days of Andrew Jackson, and his doings 
have more than once been chronicled in these pages. 
Let the Senegambian sheet metal worker tell the story 


pacifist. 


in his own French: 
Washington, D. C. Nove. 5, 1917. 
Monsieur Editeur AMERICAIN ARTISAN 

Pardon eef i addresse you in frainch cause al de 
peaple here am gitten verry patroitiqe an lerns frainch, 
som go wid de army an som prepar fore visite France 
after de war, one profeseur had a clas so big (198 
pussens) dat he use a teatre fore teeching, 

But i is a sheatmetel workr an de bisness ob dis 
ahtikle am to tel ma tinker frens bout dat blue meule 
agin, his pecture herewid atachet, de photograf man 
say blue allus make white when finisht, any how de 
firs time dat meule com out wus a bluprint, 1 over- 
looks dat yo mak him blak in yor paper las summer, 

Wal, las week wanderluster (dats his nam an meens 
Go it) an me mixes wid de wiches an chasse John 
Barley Corn over to Baltimore claen out ob Wash. 
an dis,am a nice dry town now, oui monsieur ah zat 
hollow eavening wus ful ob fun, i ees membre du 
RAM. PAST. CLUB an we hab dat soiree, oh! la 
la we had plaisir grandiose au clair de lune, 

De specirfecashon fo dat meule am number 26 
galvanised for de haid an bodey, ears an laigs ob i x 
brite tin, wood bakbone an sadle, tale or garden hose 
wid a wiskbroome jes lak de wiches ony smaler, His 
ears an laigs am on rivits an moove, he kin sing 
niagara an by de rear do uplif work, for de trade an 


camunity, 
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Zee numero on zee port a stern (nuthin pus-senal) 
ess no grand mystere ou army brand, a prominente 
merchand tinner ob dis town go to a lake city con- 

venshon an fool 
wid de ponyes an 
cum hom dat 
mutch short, jf j 


go to de Milwalky 
convenshon i 
dat lokal 
comitie to gawren- 





especs 


tie dat no ponyes 


be-at ma hotel or 





tinshops or corn- 
ishshops, 
Wanderluster an 
me mus pass de 
capitol to git to dat 
hollow evening 
pahty an jes wen 
we turn off de 
Aveneu to B st 
we step on a paci- 
fis, he screem och 


The Gallicized Galvanized Mule. 


kiser!! no, 1 say dis wanderluster an a_ patriot, 
Sapristi, den we sing 
Du bist vericht mein kind 
du mus nach Berlin 
wo alle die verichten sind 
da gehers du hin, 

all de tinners kno de tune martha a german work- 
man tole me 

We in de shop hab a big argumen bout de dome ob 
de capitol, you see in de pectur de cornishes look bent 
an i say dey is not stome or plastr or dey woud crak 
an fal to peices, so i sen ma man [Friday up dere to 
see an he report dat dey is metel, de hole dome am 
metel, 

Dat eroplane jes gitten redy to kiss miss Freedom 
atop de dome, 

| tink dis paige ob stuf be good tonik fo ma wiaf 
ef yo print it wid mo pectur guiden wanderluster 
roun dat grandiose dome ob Freedom, dat bronz lady 
on top say freedom!! to be world frum dat kiser 
tyreny, an i lak to see dis guvernment scribe on al dem 
moniments lak de frainch, LIBERTE’ EGALITE 
FRATERNITE’ | lak to tel yo ma wiaf doan work 
on de break aneymor sence yo print ma rittings, she 
am for uplif work al roun, 

Agreez wid ma mos perfec salutations 

Tam jeansseng 
oo 


MAKES EXPERIMENTS TO SAVE WASTE TIN. 


With the intention of devising an economical proc 
ess for extracting tin from scrap, the Northwestern 
experiment station of the United States Bureau 0! 
Mines at Seattle, Washington, has installed a small 
electric furnace and begun operation on the \ olatiliza- 
tion of tin from scrap. An extensive serics of ex- 
periments will be carried out at the station with the 
idea of saving the tin now wasted in disca1 led con- 
tainers and other forms of scrap. 














THE ART OF SOLDERING. (II.) 
BY A WORKING TINSMITH. 

Jt is immaterial to our present purpose what me- 
dium we employ to heat our soldering iron; suffice it 
to say that the one thing to guard against is overheat- 
ing. They must never get red-hot unless and until 
they require drawing out (1 will deal with this further 
on) and remember that very little over red heat will 
absolutely ruin them. [ive minutes in a good coal fire 
should bring them to a good soldering temperature. 

let us now take a look around and fix upon some 
article upon which to try our ‘prentice hand. Here 
is the very thing, a fish kettle with just one pinhole in 
the bottom. What condition is it in inside? Too bad, 
] am afraid, to think of repairing it there; it would be 
impossible to clean it sufficiently to take the solder. 
Well, we must go to the outside. Scrape with a sharp 
knife over and all around the hole. We will assume 
that the kettle is made of good stuff, in which case it 
will clean quite easily, the tin actually peeling off, 
showing a surface as bright as a new dime, which re 
the to 


larger than the coin mentioned. 


minds me that area be cleaned need not be 
(ur iron, which has 
been heating meanwhile, must now be tinned. 

The amateur has often (I may say always) the idea 
that the more solder he can cram on the better. In dis 
tricts which possess no competent “tinker” you will 


come across many weird repairs done on this principle, 


mostly by the local blacksmith. One hesitates to 
charge our friend the plumber, already answerable for 
so much (vide comic paper), with another misde 


meanor, but I am afraid he is not altogether blameless 
in this respect either. Now quite the opposite is the 
case. To take our first repair again, one drop of solde: 
is all that is required; and in the second case just suf 
Mort 


is waste; in these days of scarcity almost a crime. 


ficient to “sweat” thoroughly below the patch. 


Now, | want you to pay particular attention here, as 
this is where most amateurs fail. (srasp the iron firm 
ly in left hand, resting it on edge of soldering box, and 
rub smartly with file from the point upward for at 
least 4% inch. Now turn the iron round and repeat 
on the three remaining sides, only you need not file such 
a large surface of these; in fact, the top side hardly 
leeds it at all. When filed perfectly smooth and bright 
dip point into jar of 
flux and then rub 
lightly on cake of 
No! rub is 


the wrong 


solder. 





word; 


Fioure 5. 
you have only to place the iron gently on the solder— 


just a momentary touch—nothing more. You should 


now have a perfectly tinned iron. Figure 5 shows face 
‘upper side in illustration) and one side tinned as they 
should be. Now take a little flux on brush and smear over 
cleared portion of bottom. We have now to transfer 
a drop of solder from the cake to the leak. 
mit that the beginner will manage this part of the 


°peration far better with a stick of solder by placing it 


I quite ad 


on the leak and running off sufficient to do the job. I 
Will also admit that on some repair jobs the stick is ab 
S aly , 

lutely necessary. [ut to be a good all-round hand 


you must learn to employ the best methods, and for 
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general work, new and old, the cake is vastly superior. 
it is always there ready to use, always clean; and if 
ordinary care is taken there should not be a particle of 


waste. 


The same cannot 
the 
isn't al 


be said of 
stick. It 
ways there; it 1s 
seldom clean, and 


unless very skil 





fully handled is 








extremely waste- 
ful. 


ure 6, and you will 





look at big 

Figure 6. 
notice that in taking off the drop the soldering iron is 
slightly inclined downwards so that the face is perfect 
ly level. Held this of 
tinned face applied to cake and gently drawn off to 


way, with the broadest part 
wards the point, a fairly large drop of solder can be 
take off and placed exactly on hole and the job is done 
No rubbing is required on a simple repair of this kind 

Quite half of the repairs which come under my 
notice are not unlike our fish-kettle, requiring but one 
or two drops of solder, ruling out, of course, all rebot 
toming jobs, ete. We will now take a pair upon which 
the stick can be employed. Suppose the fish-kettle, in 
stead of having only a pinhole in the bottom, had one 
the size of a dime. Cut or punch out a circle of tin 
about :/4 inches diameter, place over hole and mark 
round the edge. Scrape all round the hole to at least 
; inch beyond mark. Rub flux all over cleaned part, 
place patch in position and apply more flux. Run off a 
very small portion of solder and apply to edge of 
patch, one finger meantime keeping same in position 
This will keep the patch in place. Now apply stick to 


opposite side of patch, taking off a larger supply this 


time, and rub well in. Wait one moment until the 
solder “sets,” then rub round other side, applying more 
solder if necessiry. 


| need hardly mention that in the two foregoing re 


pairs, which are fairly typicat of the class with which 


the tinsmith has to deal, the work must be held per 


fectly level while the job is being done, so that the 


solder has no tendency to run off. A wet rag should 


always be at hand to wipe the work after soldering 


and oc ‘asionally to clean face of the iron should it gel 


dirty. 

| hope [I have made everything perfectly plain 
After an hour's practice the initial awkwardness will 
wear off, and provided vou keep a wel imned tace on 
your soldering iron and see that the articles are thor 
oughly cleaned, you will be able to do these and similar 
repairs with the greatest of case In my next (and 
concluding chapter) [ will deal with me repan 
rather more difficult of execution, but still well withir 
the capabilities of the amateur who is possessed of 
littl patience, perseverance, and thre ll to ¢ om 
difficulties 

othe 
In writing that advertisement put sincerity into it 


Do not worry too much about the style, t 


the rhythm, the fluency: no, nor the “punch” either 


7) er? no 


There often is too much punch 


COpy 


Just put sincerity into the copy. 


































JAPANESE USE DISCARDED TIN CANS. 


(Jut on the Pacific coast thrifty Japanese merchants 
have originated a new scheme for making profit out 
of discarded tin cans. It appears that the five-gallon 
tins in which American firms send petroleum products 
to the far last are used by shippers in Japan to trans- 
port vegetable oils to the United States. At the end 
of this second journey, according to Commerce Ke- 
ports, the cans usually found a resting place in Puget 
Sound, the vegetable oils being emptied into tank cars 
for overland shipment. 

With the rising prices of tin plate and the difficulty 
of getting it for other than food-preservation uses 
Japanese merchants on the west coast conceived the 
possibility of putting these cans to work again. <A 
trial lot was purchased, the tops and bottoms were re- 
moved, the bodies slit so as to save cargo space, and 
the lot shipped back to Japan. 
manufacturers of toys, export cases (for lining), bot- 
They were also sold for 


The cans were sold to 


tle caps, and dust pans. 
roofing purposes. The trial having proven successful, 
it is needless to say that no more of these cans are 
thrown into Puget Sound. 

The question arises, if Japanese manufacturers can 
utilize these old cans after paying freight across the 
Pacific, why can not American manufacturers do like- 
The cans may be bought for about 9 cents 
They have been sold at $100 a 


wise ? 
apiece, or $72 a ton. 
ton f. o. b. Seattle, while the ultimate consumer in 
Japan is known to have paid as much as $150 a ton 
for the cans delivered at his factory. It is understood 
that certain California fruit packers 
utilized some of these cans for making tops for fruit 
The Department of Commerce would be 
for 


have already 


baskets. 
their increased domestic utilization 


manufacturing purposes and the Exports Administra 


glad to see 


tive Board will welcome inquiries relative to the pos 
sible purchase of quantities of them. 


—_—-—_ —_ - >-@e —. -—_ —— 


FORM COMMITTEE TO DISTRIBUTE STEEL. 


A sub-committee consisting of James A. Farrell, 
chairman, James B. Bonner, vice-chairman, I. A. S. 
Clarke, J. A. Topping and F. J. Hall, has been organ- 
ized by the American Iron and Steel Institute to take 
charge of distributing all government orders for steel 
The committee will work as an independ- 
Having 


products. 
ent body of the Council of National Defense. 
no official governmental standing, the committee will 
be responsible to the trade only for its actions, and 
therefore, it is expected that the distributions will be 
made in the light of the patriotic endeavor to bring 
out the largest production possible within the shortest 


time. 


~~ 


ENLISTED APPRENTICES BRING UP PROBLEM 
IN ENGLAND. 





One of the many problems in England arising from 
the war is that of enlisted apprentices. In the building 
trade, considerable attention has already been given 
to this matter, and an agreement on the subject of 
enlisted apprentices who wish to complete their time 
after the war has been arrived at between representa- 
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tives of the master builders of the United Kingdom 
and of the building trade operatives. 

It was decided that an apprentice over the age of 2; 
is to receive wages at least equal to those received 
by a builders’ laborer, with progressive increases, year 
by year, until he has finished his apprenticeship. Ap- 
prentices on war work, or who have been working aj 
their trade in the Army, are to be reckoned as com- 
pleting part of their time. The apprentices who joined 
the Army during the last year of apprenticeshi: are 
to receive their indentures and be classed as journey- 
men. 
visions of the local joint boards of employers and 


The whole agreement is subject to the pro 


employed, and final disputes will be settled by the 
National Conciliation Board. 

More than likely the same question soon will come 
up for settlement in the United States, and associa 
tions of sheet metal contractors, will no doubt con- 


sider the problem at their sessions. 
“ee 


NOTES AND QUERIES. 


Door Clamps. 
from Carr Hardware Company, Ames, Iowa. 

Kindly advise who makes door clamps. 

Ans.— Dauber Bell Machine Company, Oshkosh, 
Wisconsin; J. A. kay and Egan Company, Cincinnati, 
Ohio; Greenlee Brothers and Company, Rockford, [lh 
nois; J. f.. Taylor Manufacturing Company, lough- 
keepsie, New York. 

Vulcanizers. , 
from Julius Schroeder, Glidden, Wisconsin. 

Please let me know who makes vulcanizers. 

Ans.— Anderson Rubber Works, Anderson, Indiana; 
Biges Boiler Works Company, Akron, Ohio; Marvel 
Accessories Manufacturing Company, Cleveland, 
Ohio; National Motor Supply Company, 5606 Euclid 
Avenue, Cleveland, Ohio; and C. A. Shaler Company, 
Waupun, Wisconsin. 

A. B. Stove Company. 
From Rothrock and Steele, 1218 East 63rd Street, Chicag: ’ 

Can you tell us where the A. B. Stove Company 1s 
located ? 

Ans.—They are located at Battle Creek, Michigan. 

: Painters’ Publications. 
l'rom Enos Bates, Oakland, lowa. , 

Will you kindly advise the names and addresses ot! 
painters’ publications ? 

Ans.—Oil, Paint and Drug Reporter, too William 
Street, New York City; Paint, Oil and Drug Review, 
212 West Washington Street, Chicago; Painters’ Mag- 
azine, 100 William Street, New York City; and Amert- 
can Paint & Oil Dealer, St. Louis, Missouri. 

; Wireton Heating Company. — 
rom the Lincoln Stove Repair Company, 205 South 
Street, Lincoln, Nebraska. : 
l’lease let us know where the Wireton Heating Com- 


Joth 


pany is located. 
Ans.—They were succeeded by the Quaker Manu- 
facturing Company, 180 North Dearborn Street, Chi- 
cago, Illinois. 
onteieenesdiiiicsidnnanas 
The School of Applied Industries of the Carnegi¢ 
Institute of Technology, at Pittsburgh, has issued 4 
bulletin entitled, “Executive Training for the Indus 
tries,” to show what the school is prepared to teach 
young men. Included in the courses are: Sheet metal 
work, heating and ventilating, pattern making, ¢ 
Copies of the bulltein can be obtained upon request. 
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1,244,563 \nimal-Trap. 
Filed May 6, 1916. 

1,244,504. Gas-Heater. 
Wilcox, Pittsburgh, Pa. Filed Jan. 19, 1916 

1,244,577. Hose-Clamp. Clarence D. 
Creek, Tex. Filed Mar. 1, 1917. 

1,244,592. Mop. John C. De Roo, Cincinnati, Ohio. Filed 
Nov. 20, 1913 

1,244,593 
Feb. 2, 1916. 


John A. 


Uhls, 


Bennett, 


\uger-Bit. John E. Doldt, Portland, Me. Filed 


1,244,594. Door-Controlling Device Andrew C. Dunn, 
Mankato, Minn. Filed Feb. 28, 1914. 
1,244,598. Method of Forming Ribs on Sheet Metal. Max 


1915. 
T. Loftsgaarden, Powell, 


5. Goldsmith, Cincinnati, Ohio. 
: 1,244,621. Door-Closer. 
Wyo. Filed Mar. 21, 1916. 
1,244,644. Door Attachment. 
tleboro, Mass. Filed Sept. 6, 1916. 
1,244,662. Pickax. Albert Reddle Thomson, Plantsville, 


Filed Jan. 2, 


Albert 


Elie Ringuette, North At 


Conn. Filed July 29, 1916. 

1,244,665. Tool-Holder. Clement W. Watson, Toledo, 
Ohio. Filed Feb. 7, 1916. 
_ 1,244,666. Hose-Coupling. Charles \. Welker, New 
York, N. Y. Filed May 12, 1917. 

1,244,690. Stove Attachment. John .\. Berrvman. New 


York, N. Y. Filed Dec. 12, 1916. — 
_ 1,244,725. Window-Fastener. William Gadke, 
phia, Pa. Filed Aug. 11, 1916. 
1,244,750. Roof-Flashing. 


Y 


Philadel- 


Peter FF. McCaffrey, Spokane, 


Wash. Filed Oct. 21, 1916 

= 1,244,754. Razor-Strop. James H. MacBride, Taft, Cal 
riled March 2, 1917. 

.. 1,244,794. Magazine Attachment for Firearms. Carl P. 
Stuart, Gorham, N. H. Filed June 13, 1917. 

' 1,244,218 Hose-Reel. Reuben D. Wirt, Philadelphia 
Pa. Original application filed Aug. 7, 1915. Serial No. 44,24 


Divided and this application filed Nov. 7, 1916. 

c: 1,244,825, Window Construction. Charles A. 

meimnati, Ohio. Filed June 28, 1916. 
1.244.836. Wire-Stretcher. George W. 

ney, Idaho. Filed March 30, 1917. 

Owe Portable Gas-Stove. Frank Herrmann 

o? A. A. Herrmann, Brooklyn, N. Y. Filed Aug. 9, 

“eral No. 113,993. Renewed Sept. 17, 1917 


Anderson, 
Corse pins, Dow 


and 


1916 


i917. AMERICAN ARTISAN AND HARDWARE RECORD 


NEW PATENTS. 


Salmons, Ky. 
John S. Walker and Sylvester N. 


(,00S8e 


TY la, i. 


—— "EO 
—— . wp 


1244 Rt), love 


an and Ily-Trap 
Johnson, Evansville, Ind., assignor of one-half to Raymond 


Combination Refuse-( 


N. Lannert, Evansville, Ind. Filed July 20, 1917 


1,244,866. Combination Lunch-Box. Theodore C. Kut 
scher, Seattle, Wash. Filed Dec. 1, 1916. 
1,244,887. Sad-Iron. Henry W. O'Dowd, Jersey City, 


N. J. 


assignor to William M. Crane Company, a corporation 


of New York. Filed Oct. 18, 1913. 

1,244,965. Broiler and Like Cooker. Leo Durgarian, San 
l‘rancisco, Cal. Filed May 31, 1917 

1,244,968. Wire-Cutter Attachment for Gui Rov | 
Kndecott, Roundup, Mont. Filed Jan. 30, 1917 


1,244,972. Can-Opener 
Hl. Filed Dec. 17, 1914. 

1,244,980. 
Sr., Homer, III. 

1,244,981. Screw-Driver 
l‘iled March 24, 1917. 


1,244,992. 


George J. Fitzpatrick, Chicago, 


Sanitary Bail-Ring. George Albert Jlartman, 


Filed March 6, 1917 


Hent Hood, Philadelphia, Va 


kK xpansion-Bolt. Joseph Lee, Brooklyn N.Y, 


riled Sept. 14, 1915. Serial No. 50,572 

1,245,024. Combination Garden-Tool Pon Pugliese 
Los Banes, Cal. Filed May 15, 1917 

1,245,044. Window-Screen. John | Scott, Lexington 
Pike, Kenton County, Ky. liled Aug. 17, 1915 

124s Construction of Window-Screes Joly ( 
Scott, Lexington Pike, Kenton County, k () ( 
1916 

1 245,049, Knob Bolt-Lock Mort | Iverst 
Methuen, Mass. Filed Feb. 24, 1917 

1 245,052 Combination-Padlo« Jo Ik some! 
Charlestown, Mass. Filed Sept. 15, 1916 

1,245,057. Gate-Latch. Adelle Stillins { vay, and 
Thomas W. Carl, Tacoma, Wash. Filed April 18, 1014 

1,245,079. Wire-Stretcher Samu 
Miss. Filed April 10, 1917. 

1.245.127. Adjustable Gate-Hings [ 
Schultz, Wayside, Wis Filed Jan, 30, 1917 

1,245,128. Wire-Splicer. Theodore J 
S. D., assignor of one-half to Stephen 


Filed March 30, 
Mail-Box 


1917 
Thomas 1 


1,245,136 


Va. Filed March 9, 1917 
1,245,148 Calipers Ierne 
Wash., Filed Sept. 5, 1916 
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GOVERNMENT FIXES MAXIMUM PRICES ON 
MORE STEEL PRODUCTS. 


The belief that the Government would announce no 
more prices on steel products, but would leave the mat- 
ter of price adjustment to the trade was shattered on 
Monday, November 5th, when President Wilson ap- 
proved an agreement made by the War Industries 
Board with the principal steel manufacturers. By this 
agreement, maximum prices, subject to revision Janu- 
ary Ist, were set on certain steel articles, including 
sheets, cold rolled steel, scrap iron, wire, and tin plate. 

The prices for sheets are: 28 black sheets, $5.00 per 
hundred pounds, f. 0. b. Pittsburgh; 10 blue annealed 
sheets, $4.25 per hundred pounds, f. 0. b. Pittsburgh, 
and for 28 galvanized sheets, $6.25 per hundred 
pounds, f. o. b. Pittsburgh. These prices are to apply 
to both bessemer and open hearth grades. The agree- 
ment on cold rolled steel was 17 per cent discount from 
the March 15, 1915, list, f. 0. b. Pittsburgh. The prices 
for scrap iron f, o. b. consuming point were No. ! 
heavy melting, $30.00 per gross ton; cast iron borings 
and machine shop turnings, $20.00 per gross ton; 
Number 1 railroad wrought iron, $35.00 per gross ton. 
The plain wire price was fixed at $3.23 per hundred 
pounds, f. o. b. Pittsburgh. [or tin plate the price 
fixed for coke base bessemer and open hearth products 
was $7.75 per hundred pound box, f. 0. b. Pittsburgh. 

The Board announced that the iron and steel manu- 
facturers have agreed to adjust the maximum prices 
of all their products for which prices have not been 
agreed upon to the same general standard as the prices 
announced. 

The filling of more gaps in the agreed price sched- 
ule is tending to bring the market to a normal basis, 
and as a result, new buying has been stimulated in vari- 
ous lines. Evidently the Government plans to leave to 
the industry itself the enforcements of the fixed maxi- 
mum on mill and furnace products, and the manufac- 
turers will be responsible for the adjustment of un- 
regulated lines, especially in finished material. Adjust- 
ment under the direction of producers, has already 
been started. 

Although the market is more stable, and the price 
basis is no bar to large production, the efficiency of 
mills has been reduced by both the embargo on exports 
and the manner in which government orders are dis- 
tributed. The frequent roll changes to meet priority 
requirements has been a handicap, and mill space has 
been reserved for ship steel specifications that have 
not fully materialized. 

Following the announcement of the price differen- 
tials set by the American Iron and Steel Institute on 
pig iron, based on the government’s fixed price of 
$33.00 for Number 2 foundry and basis iron, selling 
of pig iron is neticeably more active. Many pro- 






visional contracts are now being converted to regular 
form, and some producers are canvassing their trade 
to settle definite the war requirements, which must be 
given preference, so that they can gauge the tonnage 
which will be left for other uses. 


STEEL. 

Little selling of soft steel bars is being done in the 
Chicago market, as mills are unable to accept anything 
besides actual government requirements. Hard steel 
bars rerolled from rails are still quoted at 4.25 cents, 
Chicago, and some inquiry has been received for 1918 
delivery, but little buying has been done. The great 
variation between soft and hard steel bars is expected 
to be adjusted by developments in the near future. 
The Government is also making a further distribution 
of material for ship fabrication by independent shops, 
and this material is understood to be for destroyers, 
and for the merchant fleet to be built under Govern- 
ment supervision. Structural business, for a change, is 
on the increase and a number of good sized tonnages 
have been placed during the week. 


COPPER. 

Under the prevailing conditions of government con- 
trol, the copper market has been devoid of develop- 
ments during the past week. Although the Copper 
Producers’ Committee is steadily working off deliveries 
on old contracts, consumers are as yet unable to buy 
spot copper at the fixed price of 23'% cents. A few 
sales, however, have been made for the first quarter of 
next year at this price. Chicago warehouses have 
decreased prices on sheet copper one cent a pound 
during the week, the new quotation being 34 cents. It 
is apparent that there will be little copper available 
for domestic use as long as refineries are not brought 
up to capacity. 

The refinery production for copper was far short of 
the average monthly rate for 1916, but was probably 
larger than in September. The actual decline in produc- 
tion due to the strikes is estimated at about 250,000,000 
pounds, which is a serious loss in the face of the de- 
mand for war purposes, and explains the present short- 
age that has resulted in the very careful distribution 
of available supplies. 

TIN. 

During the week, the tin market continued to manr 
fest the very strong tone which was noted the week 
previous. Owing to the complex permit situation, the 
scarcity of all grades of tin is still acute. In fact the 
scarcity of the metal is so pronounced that the trade 
is looking for some kind of intervention from Wash- 
ington. In the New York market small lots of Spot 
Straits are offered at about 67 cents, and Spot Chinese 




















Number 1 and other 99 per cent brands of tin are 
quoted at about 64 cents. Prices in Chicago have been 
advanced sharply during the week, warehouses raising 
the price of pig tin from 73 to 77/4 cents, and bar 
tin from 74 to 78% cents. 


SOLDER. 
In accord with the advances of tin and lead, prices 
of solder were given a sharp advance of 2% cents a 
pound, by Chicago warehouses during the week, the 


cents: Commercial, % & %, 39 cents; Number 1 


new quotations being: XXX Guaranteed, % & %, 41 


Plumbers’, 37 cents. 


LEAD. 

Most of the activity in the non-ferrous metal market 
during the week was evidenced in lead. On Monday, 
November 5th, the leading interest advanced the price 
from 5'4 to 6 cents, New York base, and later in the 
week, to 614 cents. The outside lead market is quoted 
at about 634 cents, St. Louis, for Prompt, November 
and December shipment. In Chicago, warehouses 
kept step with these advances and American pig was 
advanced 50 cents per hundred pounds to $7.00; and 
bar, also 50 cents per hundred pounds, to $7.50. 


SPELTER. 

Little activity was displayed in the spelter market 
during the week, the interest noted being the report of 
the United States Geological Survey which shows a 
decrease in production for the first three-quarters of 
this year. Prompt and November Prime Western 
brands are quoted at about 71% to 75¢ cents St. Louis, 
and December shipment also at about 75 cents. 


TIN PLATE. 

Now that the Government has established a level 
on tin plate, many inquiries are current; and with 
the clearing of the price situation, producers are ex- 
pected to open their books soon for 1918 business. 
Following the announcement of prices, quotations on 
coke plates in Chicago warehouses dropped $3.00 to 
$3.50 per box, cokes 180 pounds, 20x28 now being 
quoted at $28.30 and cokes 270 pounds, IX, 20x28, 
now being quoted at $31.50. 


SHEETS. 

Although the prices established by the Government 
on sheets are somewhat lower than was expected, the 
new levels have been accepted by the trade in good 
spirit. The price of 4.25 cents, f. o. b. Pittsburgh, 
for 10 gauge blue annealed sheets is an appreciable 
cmt under the open market quotations, as also is the 
price of 6.25 cents, Pittsburgh, for 28 gauge galvan- 
ized sheets. In Chicago much inquiry is being re- 
ceived for steel sheets of all grades, and quotations 
continued to soften up to the time the Government 
made its price announcement. One pass cold rolled 


I 
lack sheets dropped 50 cents per hundred pounds 


during the week, the new quotations for 28 gauge be- 
Ing $8.00. 
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OLD METALS. 


lt is expected that the results of the Government's 


announcement as to scrap prices will stimulate the 
strong buying movement which is already evident in 
various districts. In Chicago, the buying of heavy 
melting and other grades of steel during the past week 
has brought the general level of the scrap market up- 
ward by the leading interest. Other consumers are 
seeking to put off their buying as long as possible, 
although they are in need of further material, and the 
result is that the market is fairly quiet. Wholesale 
dealers’ quotations in the Chicago district, which may 
be considered nominal, are as follows: Old steel axles, 
$39.00 to $40.00; old iron axles, $40.00 to $41.00; 
steel springs, $32.00 to $34.00; Number 1 wrought 
iron, $29.00 to $30.00; Number 1 cast iron, $21.09 to 
$22.00, all net tons. Prices for non-ferrous metals 
are as follows, per pound: Light copper, 1y cents: 
light brass, 11 cents; lead, 5'4 cents; zine, 5'4 cents; 
cast alluminum, 15 cents. 


WIRE PRODUCTS. 

karly im the week independent manufacturers in 
the Pittsburgh and Youngstown districts announced 
reductions in the prices of wire and wire products 
meeting the levels which were recently announced un 
officially by the leading maker. The new schedule pro 
vides the following prices to jobbers: Wire nails, $3.50, 
Pittsburgh, per keg; annealed fence wire, $3.25, Pitts 
burgh (price fixed by the Government) ; galvanized 
wire, $3.95, Pittsburgh; polished staples, $3.05, Pitts 
burgh; painted barbed wire, $3.65, Pittsburgh; gal 
vanized barbed wire, $4.35, Pittsburgh; galvanized 
staples, $4.35, Pittsburgh. 

In all products, except annealed and galvanized wire, 
these figures represent a reduction of 50 cents. In an 
nealed and galvanized wire, the decrease is 70 cents. 

The new adjustment is expected to settle trade con 
ditions by bringing about price uniformity and to re 


sult in tonnages moving more freely. 


PIG IRON. 

Producers of iron in the Chicago district are con 
tinuing to receive increasing inquiry for all grades, 
which has resulted in more or less selling, according to 
the ability of stacks to take on further business. The 
demand seems to be chiefly for malleable and basic, 
and the activity in malleable iron is resulting in some 
contracts for delivery during the first half of 1918. 
Lake Superior Charcoal iron is also more active, and 
tonnages are being closed constantly for the coming 
year. 

The Matthew Addy Company market report, Cin 
cinnati, Ohio, November 10, 1917: 


Only odds and ends are obtainable in the pig tron 





market—a car here and a car there. It is impossible for 
a buyer, unless by a happy accident, to get just what he 
wants. Practically all furnaces have their total output 
under contract to July 1, 1918, and some are partially 
booked for the last half of next year \ little iron is 


being made, of course, that does not fit on contract, and 
it is this that is being offered for spot shipment. Most ol 
the furnace companies are far behind on deliveries. The 
furnaces have not been able to deliver all that they had 
contracted and have steadily been falling behind. In con 
sequence, consumers are everywhere in troubl 
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